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OW, more than ever before, people buy where 
they can obtain the most for their money. 
They patronize the merchant who gives them full 
value. This is why you, as a “Friendly” shoe dealer, 
are today in a most enviable position. You have 
those values for your trade. 


In “Friendly’’ Shoes — at the present retail price 
— you are offering to your trade the greatest values 
this company has produced in all its business history. 


Our policy in regard to quality, which has re- 
sulted in our present reputation for making men’s 
fine footwear, will remain unchanged. We have no 
intention of jeopardizing this reputation by letting 
our quality depreciate, in order to maintain a set 
retail price. 

Quality and service must be, and will be, main- /” 
tained at all costs. It must be such as to satisfy 
your customers and bring them back to your store. 
Advertising and salesmanship — even the best — 
will not and cannot maintain sales volume on an Blan 
inferior product. eae 


Merchants who carry lines that have earned their Ti ° ° th th ° ° Th 
standing through quality, are the ones who build lée-In WI us message un e 


for a permanent business. Such is the added as- Saturday Evening Post issue of 
surance given you by your line of ‘‘Friendly’’ Shoes. Oct. 14 th 





Here’s the national message on “Friendly” Shoes that will be seen and read by your 
townsmen in the October 14th issue of the Post — the second of six interesting and 
dramatic full page black-and-white, and full-color advertisements to appear in Collier’s 
and the Saturday Evening Post between Sept. 18 and December 31, 1933. 


Tie-in newspaper mats mailed you on request. Ask for cut number 9-14. 


JARMAN SHOE COMPANY —- NASHVILLE, TENNESSEE 


DIVISION OF GENERAL SHOE CORPORATION 
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Vol. CIV, No. 3 


The VOICE of the TRADE 


J. Franklin McElwain, 
at the code hearings, said: 

“It is to the advantage of the 
industry that shoes should be man- 
ufactured in variety and that new 
ideas should be evolved from time 
to time. These factors contribute 
to increase the demand of the con- 
sumer and consequently the pro- 
duction of shoe factories. They 
also, however, inevitably require 
a certain flexibility in production, 








which must be stepped up to pro- 
duce a new style which meets pop- 
ular favor and may be quickly re- 
duced when the demand falls off 
and the new style is less salable. 
“Since there is a large degree 
of flexibility and unpredictability 
in the demand for shoes, due to 
conditions which the shoe manu- 
facturer cannot control, causing 
flexibility in production, there 
must also be flexibility of hours. 
Otherwise, since a given volume 
of shoes must be produced dur- 
ing the few weeks immediately 
preceding or at the opening of the 
season or at a period of demand, 
there would have to be factory ca- 
pacity sufficient to produce that 
volume in the limited time, which 
capacity would be unused during 
the rest of the year. Also, more 
employees would have to be avail- 
able, or to be employed, however, 
only during the periods of greater 
demand and not heeded or em- 


ployed during the balance of the 
year. Logically and necessarily, 
factories should be permitted to 
operate and employees to be em- 
ployed a somewhat greater num- 
ber of hours at one time of the 
year than another. This follows, 
not from the wishes of the shoe 
manufacturer, but from the fact 
that the public demands the kind 
of shoes it wants and at the time 
it wants them. Better one body 
of employees working on a flexible 
schedule a reasonably longer day 
at one time and a shorter day at 
another than a number of em- 
ployees working only during the 
brief periods of peak load and 
otherwise unemployed.” 
* * * 


dine Pape, 
of the Pape Shoe Manufacturing 
Co., New York, recognizes a new 


era and interest in style and design 
under the NRA. 





FER THE DEPR 
p ATER. ESSION BLUES 





“With the entire trade oper- 
ating under the code and an equit- 
able cost schedule for all manu- 
facturers, style and design will 
then be a challenge to one’s abil- 
ity,” declared Mr. Pape. “With 
the forward movement of business 
and the despair of depression 
far behind us, I have created a 
pattern that brings brightness into 
an NRA shoe, with a combination 
of patent leather and red suede 
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kid. The patent leather coordi- 
nates the shiny materials so preva- 
lent in dress fabrics. The red 
brings an uplift to the spirit of the 
woman who feels the new release 
from economy emergencies when 
she was compelled to buy for util- 
ity and not according to her own 
fashion dictates,” explained Mr. 
Pape. 





dd 
Wat everybody 


loses track of in talking about 
conditions,’ remarked Jack Gal- 
way when interviewed in New 
York, “is that retail prices are not 
much different than they were a 
year ago. Our prices are cheaper 
than they were last year but they 
won't stay that way for long. One 
of my big city accounts has retail 
prices right now of $6.95, $7.75 
and $8.50—while last year his 
prices were just $8.50. This 
won't last for long, however. He 
has to sell more pairs today than 
he did last year to beat his dollar 
sales. You ask me if he is doing 
it. Why there’s not an account in 
this territory of mine, which runs 
from Bangor to Washington and 
Pittsburgh, that is not doing 15 
per cent more in dollars in com- 
parison to last August and Sep- 
tember figures. Some report even 
double that amount for the same 
period. 











factory stocked 41 welt numbers. 
Size-up orders received during the 
past two weeks total thousands of 
pairs—which has given this in- 
stock department an awful wallop. 
That is proof that the early Fall 
business has really set in and that 
inventories are low. Just see what 
conditions will be like in the shoe 
industry, if the N R A gets run- 
ning in even second gear!!” 
Never in the history of the C. 
P. Ford Company has there been 
so heavy a call for instock shoes 
so early in the season. This ac- 
tually is nothing short of phe- 
nomenal—to all of which Gal- 
way’s able assistants, Bert Smith 
and Bill Galway, nodded their ap- 


proval. 
D uring 


the course of a meeting of the os- 
teopathic physicians held in the 
Enna _ Jettick shoe store in 
Newark, under the guidance of 
Maurice P. King—Dr. O. L. 
Butcher made this significant 
statement which reflects the new 
closer cooperation between phys- 
icians and shoe stores: 

“IT spend more time teaching 
people how to use their feet than 
in treating them.” 

x ok Ox 


* * * 
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are buying, they are, they are,” 
said Frank A. McLaughlin, shoe 
buyer for Abercrombie & Fitch— 
New York’s great sports store. “It 
does seem that an unusual number 
of our customers are out of riding 
boots, hunting boots, golf shoes 
and all sorts of active sports shoes 
all of a sudden. Another inter- 
esting fact is that they are only 
interested in the better grades. In 
cases where certain lines have been 
advanced considerably during the 
past month, the trade has paid the 
necessary advances without ques- 
tion. Quality merchandise is 
stronger than ever, price is still of 
minor importance—at least that’s 


“For the present season our 





ANONYMOUS 


—There’s no type of genus homo so mean 
and despicable as the anonymous critic. 
—He makes an attack, without sign or 
signature, and then sits back in his ob- 
scurity with the satisfaction of having 

done a good job. 

—One such fine citizen clipped out my 
editiorial “The New Serum—N R A” 
from the August 26th issue of the RE- 
CORDER, wrote across the page “Just some 
more crap,” and mailed it to this office. 

—Possibly this gentleman referred to my 
literary style. If so, I'll forgive him in 
all good humor. But if he had in mind 
the N R A itself—then I’ve got my fight- 
ing togs on. 

—No great plan such as the NRA could 
possibly be conceived or put into opera- 
tion in such way as to please all men. If 
it benefits the majority it will be worth 
while. 

—But no man is justified in labeling or libel- 
ing NRA as “just some more crap.” 

—Any plan as great and practical and 
necessary as NRA is entitled to the re- 
spect and cooperation of every loyal 
citizen. 


Secs 6Tieee~ 


President. 











what we find in this shoe depart- 


ment.” 
* * Ok 


i fortieth 


active year of his association with 
the Foster Shoe Company, the 
oldest exclusive shoe store in the 
city of Burlington, N. C., was the 
record of S. A. Horne on Septem- 
ber Ist. Mr. Horne became asso- 
ciated with John R. Foster, foun- 
der of the business, who retired 
several years ago. When Mr. 
Foster retired, Mr. Horne, his 
son, Harvey and Ernest Holt, be- 
came owners of the business— 
though Mr. Foster retained the 
building on Main street. 

Thousands of people of the 
community, among them older 
people and their children, are ac- 
quainted with the veteran mer- 
chant and his unfailing courtesy to 
his patrons and knowledge of 
styles in footwear. 

ak ae 


_ C. Hastings, 
publisher of the Dry Goods Econ- 
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omist, before the retail forum in 
Boston this week said: 

“Under the codes, selling will 
come in for more study and atten- 
tion than during the past dozen 
years. Salespeople will be of higher 
mentality and capable of being 
educated in suggestive selling and 
other ways of increasing volume. 
Competition will be between 
brains. Polish up your brains and 
the brains of your workers for the 
big battle just ahead. A premium 
has been put on brains by the 
NRA. The Blue Eagle will soar 
or fall in direct proportion to the 
brain food fed to him. A proper 
mixture of brains and printer’s 
ink is still the most powerful in- 
fluence in America. Some of our 
most outstanding stores proved 
this beyond a shadow of doubt. 

““Buy Now’ movements and 
such will be a disappointment and 
a failure unless powerful motives 
or reasons for buying the merchan- 
dise itself are found and they in 
turn must be sold to the greatest 
number of people. Public senti- 
ment must be molded to move 
more goods. NRA means National 
Retail Action.” 


* * X 


M. A. Mittelman 
of Goetz-Mittelman, Inc., De- 
troit, Mich., says: 








“With regard to the increase at 
retail of prices of our shoes, Au- 
gust, ‘September and October this 
year as against last year, from all 
indications it would seem that 
same will be 12 per cent to 15 
per cent higher. As against the 
Summer of 1933 it will run to 20 
per cent higher, caused by the 
fact that our clearance sale dur- 
ing July cut down our average re- 
tail price. 

“We are raising our prices but 
not lowering our quality whatso- 
ever. In this connection, our 
prices have not yet been raised to 
any extent, due to the fact that 
we had placed quite some quan- 
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tity of shoes before the price in- 
creases went into effect and, 
therefore, got in under the wire, 
so to speak. 

“Our inventories this Fall at re- 
tail will approximate an increase 
of five per cent as against last 
Fall, and here, too, the early pur- 
chase helps to keep this down. As 
against the Summer our inven- 
tories will be approximately 10 
per cent to 15 per cent higher.” 


* * X 


One of the life-long 


friends of the Boot anp SHOE 
RECORDER, who was on a business 
trip around the world, dropped in 
to say hello to us the other day. 
He is Mr. Kaoru Shinohara of 
Tokyo. He is operating the big- 
gest independent retail shoe store 
at the busiest center of Tokyo. 
His store sales have been increas- 
ing and there is none big enough 
to compete with his store in the 
capital. His aspiration, however, 
is not satisfied with the present 
condition and he wants to see how 
shoe business is operated in up-to- 
date stores in New York and 
other various cities. He wants to 
see the greatness of America. 
-_— 


J. K. Orr 
of Atlanta, J. Frank Jarman of 
Nashville and George P. Utley of 
Lynchburg, were on guard at the 
public hearings of the shoe man- 
ufacturing code, to preserve the 
Southern differential in shoemak- 
ing. 

Practically every other code, as 
passed, has carried with it a South- 
ern differential and they fought to 
see to it that the same rights were 
given to shoe manufacturing in 
the South. 

ko O* Ox 


“Bay! B ry 
uy! Buy Now!! 


says General Hugh S. Johnson. 
“It is an unemployment psy- 
chology that sends us shabby to 
our work. Unpainted houses— 
cracked shoes, many times half- 
soled—shiny pants—rattling au- 
tomobiles — dyed dresses — re- 
furbished wardrobes—all these 
badges of unselfish husbandry 
must now be discarded if this 
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plan is to have a fair chance to do 
what we hope for it. 

“The reemployment that the 
Blue Eagle is bringing is not 
enough. The whole plan will fail 
unless, by this vast encouragement 
of free spending, we can break 
the frugal hoarding habit which 
springs from fear and lack of con- 
fidence and substitute a generous 
public buying that will start the 
wheels of industry in all of its de- 
partments. 

“Buy! Buy now! Buy every- 
thing you need and have so long 
denied yourself. It is the key to 
the whole situation. 

“We know here what are the ad- 
vance quotations to retailers for 
restocking their shelves with 
goods. They show price ad- 
vances of from 40 per cent to 60 
per cent because of increased 
costs due to reemploymeni and 
higher wages. 

“It is a counsel of the plainest 
common sense—spend now for 
reemployment — with everything 
you havé to spend—from auto- 
mobiles with Blue Eagles to sacks 
of flour with Blue Eagles—for 
the selfish reason that you may 
never see such prices again and 
for the unselfish reason that thus 
—and only thus—can you put 
your own breadwinners back to 
work and keep them there.” 

* ok Ox 


Harold Connett, 
vice-president of the Surpass 
Leather Co. and chairman of the 
Goat and Cabretta Leather Divi- 
sion of the Tanners Council of 
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America, says: 

“Regarding the new terms of 
sale as provided in Article XIV 
of the Leather Code, the wording 
is such as to lead us to believe that 
it is open to misinterpretation. 
Actually the kid tanners will allow 
2 per cent discount for cash, when 
payment is made thirty days from 
date of invoice or on the 15th of 
the following month for invoices 
of the preceding month.” 

You can read the precise phrase- 
ology of the article on page 71 in 
this issue, now part of the busi- 
ness law of the land. The inter- 
pretation hinges on the common 
custom of the trade to call cash 
remittances within thirty days or 
on the 15th of the following 
month, for it is an exceedingly 
rare thing for cash payment to ac- 
company an order for leather. 

x * 


William C. O'Malley, 


buyer-manager of Edward Mal- 
ley Co., New Haven, Conn., put 
a display of Fall sport shoes in the 
clubhouse of the municipal golf 
course and it proved profitable. 

The display will be continued 
right up to Thanksgiving Day, as 
the municipal course is in use 
throughout the Fall season until 
snow flies. Pointing out that golf 
shoes can, in this manner be 
brought to the attention of people 
when they are thinking about the 
sport, Mr. O’Malley said that in 
1932 90,000 people passed through 
the clubhouse during the golf sea- 
son, and the attendance for 1933 
is expected to reach 120,000. 


i) 


“If you’re positive there isn’t anything more you can show me, I'll buy the first pair.” 
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e Industry Faces Forward 


Merchants to Chart Style Course for Spring as Tanners Stage 
Official Leather Opening at Hotel Astor, New York, Oct. 2 and 3 


Notwithstanding code preoccupations 
and the non-stop flight of the Blue Eagle, the sun still 
shines on the just and the unjust and the earth re- 
volves in its accustomed orbit. Seasons come and go. 
Winter draws near, with Spring not far behind. New 
seasons call for new shoes, new leathers and new 
colors. Thus it behooves the busy merchant at this 
time to free himself from present abstractions and 
take thought of the future. 

What sort of shoes will sell best for Spring? That 
seems like a long look ahead in a year when plans 
are being made from day to day, revamped from hour 
to hour, revised and recast according to the dictates 
of market conditions that make the chart of today’s 
retailing a kaleidescopic picture requiring the con- 
stant attention of those who would make their course 
conform. 

Yet plan we must if we are to steer clear of con- 
fusion, and fortunate it is for the shoe industry that 
we have not only the forethought to think ahead, but 
the machinery and the organization to make our 
thoughts effective through the formulation of a defi- 
nite, practical fashion program toward which all can 
work intelligently. The machinery is the Joint Styles 
Conference and the Leather Opening, the former to 
be held under the auspices of the National Shoe Re- 
tailers Association and the latter by the Tanners 


Council. Both will take place simultaneously as usual 
at the Hotel Astor Oct. 2 and 3. 

The leather show affords an opportunity for shoe 
manufacturers and merchants alike to view the 
new colors for Spring and Summer adopted by 
the Tanners Council in conjunction with the Textile 
Color Card Association. American leather manu- 
facturers deserve congratulation by reason of the fact 
that in a season when many industries are beset with 
doubts and hesitations, they have the wisdom to take 
the long range view and look into the future with the 
courage of men who, having a definite task to per- 
form, have set out to do the job in an orderly fashion, 
basing their preparations for the future upon plans 
carefully thought out and well matured. Thus the 
shoe industry is assured of a stable foundation of 
materials and colors that make for safe planning in 
the styling of next season’s shoes. 

As the leather opening provides the background of 
materials and colors, so does the Style Conference 
complete the fashion picture for Spring shoes through 
the formulation of a style program that will cover 
men’s, women’s and children’s shoes, both in the 
higher grades of quality and for volume selling. 

Both the Leather Opening and the Style Confer- 
ence will follow the same general pattern of those 
held in former seasons. The Grand Ball Room of 
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Hotel Astor has been reserved for the tanners, an 
here the trade will have its opportunity to examine 
and compare the products of more than forty repre- 
sentative American tanners and see the.new Spring 
colors in the skins as well as in made-up shoes. 


Style committees of the 
National Shoe Retailers Association for men’s, wom- 
en’s and children’s footwear will meet on Monday to 
formulate their separate style reports, which will be 
incorporated in the general style program for Spring 
and Summer. Stylists of recognized authority in the 
apparel field, in leather and shoes will give the com- 
mittees the benefit of their advice and counsel. Each 
committee will have a separate room on the eighth 
floor of the Astor Hotel. All members of the retail 
shoe trade are invited, whether they are members of 
the committees or not. 

The meeting of the Women’s Style Committee will 
be presided over by J. Gordon McNeil, of Thayer- 
McNeil Co., Boston, general chairman of the style 
committees of National Shoe Retailers Association. 
The Men’s Style Committee will be presided over by 
George A. Geuting of Geuting’s, Philadelphia, assisted 
by Jesse Adler, of the Adler Shoe Co., New York. 

The Juvenile group will be presided over by Clyde 
K. Taylor, Detroit, assisted by Maurice J. Yoskin, 
Philadelphia, vice-chairman. 

The Volume Buyers group meeting will be under 
the direction of John Shea, of Melville Shoe Corpora- 
tion, New York, chairman. 

At the conclusion of these separate committee meet- 
ings their several reports will be formulated into a 
program forecasting the style set-up for Spring and 
Summer, 1934. 

An interesting program is being arranged for the 
second day’s meeting at 10 o’clock, Tuesday, Oct. 





3, in the New Ball Room, 10th floor, Hotel Astor. This 
meeting is open to all members of the trade. On this 
special style program will appear prominent stylists 
and business men, each of whom will treat of some 
phase of style or color development that will have its 
reflection in Spring and Summer footwear or mer- 
chandising plans and ideas that will advance the pre- 
sentation of shoes in retail stores. 

A special feature of the meeting will be a drama- 
tized presentation of men’s shoes from a style and 
merchandising point of view. 

Immediately following the adjournment of the 
morning meeting a luncheon meeting will be held in a 
room on the same floor near the New Ball Room. 

The NRA undoubtedly will have a strong influence 
in making the Official Opening of American Leathers 
and Style Conference for Spring 1934 to be held at 
the Hotel Astor, in New York, Oct. 2 and 3, one 
of the most important of any of the conferences held 
in recent years. 

Why? The answer is simple. Never has the in- 
dustry been more keenly concerned over the conduct 
of its business during the next six months than at 
present. 

Shoe manufacturers, tanners and merchants are 
confronted with new problems that cannot be an- 
swered from past experiences. A new era of business 
practice, wages and working hours compels tanners 
to anticipate the demands of the shoe manufacturer 
farther in advance if leathers are to be delivered in 
time. Shoe manufacturers as well, to insure deliv- 
eries, will have to estimate their requirements further 
ahead and the same principle of cooperation must 
likewise be adopted by the shoe merchant. 

The old watchful waiting methods of letting the 
other fellow assume the burden of risk is past. De- 
pend upon this opening of Spring leathers to be 
[TURN TO PAGE 38, PLEASE] 
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Public hearing on the proposed Code of Fair Competition for the Shoe 


Labor Relations and Style Shows 


Manufacturers Reject Labor's Proposal for Industrial 
Relations Board—Retailers Oppose Style Show Ban 


WV shiiegee, D. C.— 


Pleas for differential wage rates for the South and 
for smaller cities, requests for representation of 
smaller producers on the administrative body and a 
flat turndown by the manufacturers of labor’s proposal 
to establish an industrial relations board to deal with 
labor questions featured the second day of the hear- 
ing on the code proposed by the National Boot and 
Shoe Manufacturers’ Association. 

Roger O. Selby, Portsmouth, Ohio, president” of 
the association, declared that if the industry consented 
to formation of an industrial relations set-up it would 
result in an unfair advantage to organized labor. He 
said the shoe workers are only 25 per cent organized 
and that if the unions were placed in a dominant posi- 
tion on an industrial relations board it would result 
in the 25 per cent ruling 75 per cent. 

Deputy Administrator C. C. Williams attempted to 
clarify labor’s suggestiton and answer Mr. Selby’s 
contention that it would be turning over the man- 
agement of the shoe manufacturing plants to labor. 
The deputy said he did not understand that an indus- 
trial relations board would be concerned with man- 
agement, but only with labor problems and disputes. 

Mr. Selby said, however, that he did not believe 


the manufacturers would consent to any arrangement 
which might place in jeopardy the existing delicate 
balance between profit and loss, even though the ar- 
rangement were offered in good faith by labor. 

The so-called merit clause preserving to employers 
the right to operate open shops also came in for discus- 
sion, as did the portion of the code reciting verbatim 
section 7(a) of the National Industrial Recovery 
Act. 

On these points Cleveland A. Newton, for the 
American Shoe Manufacturers’ Association, sub- 
mitted a brief in which he contended that the em- 
ployers had as much right to include in the code a 
paragraph such as the merit clause as employees have 
to expect the protecting language of section 7(a) of 
the act. 

“The act clearly grants the right of collective bar- 
gaining to the employees,” said Mr. Newton. ‘These 
protective provisions are expressly set forth in the 
code. But the picture is not complete without a clear 
portrayal also of those rights of the employer which 
are guaranteed by law and which were not repealed 
by the act. 

“Those rights are not expressly set forth or even 
mentioned in the wording of the act, nevertheless 
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they remain a part of the law of the land. Under the 
law the employer has ever had the right to select, 
retain and advance his employees for individual merit. 

“The Industrial Recovery Act did not repeal this 
legal right of the employer. To write into the code 
those provisions of the law defining the rights of the 
employee and omit those defining the rights of the 
employer will promote misunderstanding and breed 
industrial strife.” 


dd 
| used to think 


that the industry was over-machined,” said J. Frank- 
lin McElwain, in the course of a discussion on this 
subject, “but I don’t think so now. When we thought 
the industry was over-machined we were talking of 
the average, but now we know that the industry 
must take care of its peak. Due to shortening of 
hours the demand has been greater than ever for 
machinery. The industry as a whole is not over- 
machined.” 

Wage differentials for Southern labor were urged 
by J. F. Jarman, of the General Shoe Corporation, 
Nashville, Tenn., S. D. Nichols, president of Men- 
zies Shoe Co., Cookeville, Tenn., Edward R. Dewey, 
representing Hoge Montgomery Co., Frankfort, Ky., 
Bona Allen Manufacturing Co., Buford, Ga., and 
Acme Shoe Manufacturing Co., Clarksville, Tenn. 





Manufacturing Industry, Mayflower Hotel, Washington, D. C., September 12th 


Argued at Hearing on Shoe Code 


Vv WG 
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Mr. Jarman spoke of unfavorable climatic condi- 
tions in the South during the Summer months which 
made workers slower than in northern climates. He 
said the difference in productivity between a north- 
ern and southern worker on the same operation was 
5 to 10 per cent in favor of the northern worker. 
He declared living conditions were cheaper in the 
South, and that employees wear less clothing because 
of the warmer climate and live in less expensive 
houses. He said the South has no cities and referred 
to Nashville, his home, as “an overgrown country 
town.” 

Mr. Nichols protested that the small manufacturer 
had not been taken care of in the code. As written, 
he said, the code would force his Cookeville factory 
to close because he could not afford to pay the wages 
required. He asked that the code be amended to per- 
mit employees in towns under 5000 to work one addi- 
tional hour per day for the same wages they received 
in 1929, with a maximum wage of $11 per week for 
males and $13 for females. 

He also suggested that manufacturers be required 
to set aside one-quarter of 1 per cent of the net 
amount of their shipments of shoes for employees to 
distribute to the destitute. Some type of unemploy- 
ment insurance also should be provided, he said. 

[TURN TO PAGE 38, PLEASE] 
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Putting the 


EDITOR’S NOTE 


The meeting on which the informa- 
tion in this article is based was the 
first of a series of such conferences 
to be held at the invitation of Boor 
AND SHOE Recorper. These gath- 


erings will be attended by the 
group of stylists in New York who 
are now providing the shoe and 
leather industry with the important 
“woman’s point of view.” Included 
in the group will be representatives 
wy, from the related fields of fabrics, 


hosiery, gloves, etc. Their purpose 
will be to discuss at regular inter- 
vals the development of fashion 
trends. These findings and opinions, 
appearing from time to time in the © 
REcorpDER, will, we believe, provide 
our readers with a helpful crystali- 


zation of fashion ideas and with a 

valuable point of view on the 

woman consumers’ preferences. 
VA 


In Spring patterns, the modified Colonial and the open- 
throat oxford are both important. Open-work em- 
broidery is the newest thought in details and offers a 
new angle on perforations. Metallic touches are logical 
—_—, in trimmings and buckles. Satin (See the last shoe in 


U} the panel on the next page) is expected to be outstand- 
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By 
RUTH HARRINGTON 


The Stylists Help Us Assemble a Jig-Saw Puzzle of Spring Fashion 


a fashion at this point 
is like a half finished puzzle. Many of the pieces are 
still missing, but enough fragments fit into the design 
to give a pretty good idea of what the finished picture 
will look like! We asked a group of stylists the other 
day to help us put these various pieces together, to 
contribute fashion facts about fabrics, colors and 
silhouettes. And here is the jig-saw, up to date! 

Miss Charlotte Williams, of the American 
Woolen Company, puts woolens into the picture: 

Informal fabrics are slated for success this Spring. 
After a Winter of pre-war formality and more ela- 
borate clothes, we will be ready, she believes, for 
simpler materials and more tailored lines. A_ big 
sports season, always logical at this time of year, is 
doubly logical as the natural reaction to this Winter’s 
fashions. 

Mixtures are the story in these informal suitings 
and coatings for Spring. Two-tone fabrics, combin- 
ing two neutrals or a neutral with color. A beige and 
brown, giving a soft caramel effect, already very im- 
portant in early orders. Also gray combined with 
blue. Gray is running now ahead of the beiges in 
woolens bought for cruise coats. 

We asked Miss Kate Goldstein of the Lawrence 
Leather Company how she would relate tailored 
shoe colors to these new mixtures in woolens. And 
her answer was: 

Neutrals in leathers. Grays. The new taupe 
browns. And these colors used together in tone-on- 
tone effects, which means continued importance for 
the combination shoe. This idea of combining colors 
in large areas (in proportions of 50/50 or 60/40 or 
33/33/33) has by no means run its course. 


= 


















We asked the designer group present (Miss Mol- 
lie Hurley, Miss Mabel Winkel, Mrs. Zula C. South 
and Miss Evelyn Ziniti) this question :—How shali 
we give these combination shoes a new look? And 
they had these two suggestions: 

Underlaid perforations and open-work embroidered 
effects can be used to give the tone-on-tone effect. 
Saddle effects should be good, emphasizing the centre 
of the shoe. All the detail for some time now has gone 
to the front of the vamp. But just as the emphasis 
in clothes is shifting from the shoulders to the hips 
(with basques and peplums) why not shift the centre 
of interest in shoe patterns? 

Miss Esther Lyman, of Cheney Bros., gives us a 
piece about silks to fit into our puzzle. 

Navy blue is expected to be a leading color again in 
Easter ensembles and printed silks. Schiaparelli fea- 
tured a bright navy blue with a distinct violet cast for 
Fall. Her influence on fashion is still so strong that 
undoubtedly this blue will carry on strongly in the 
Spring picture. 

Browns divide themselves into two classifications. 
The neutral family of soft, toned-down shades and a 
group of much brighter red and rusty browns, also at- 
tributed to the Schiaparelli influence. 

Gray, according to Miss Lyman, is indicated for an- 
other successful season, not only as a color in itself, 
but in metallic silver touches and fabrics used for trim- 
mings. (Gold will also be included). The French 
looms are making a concerted effort to revive their 
great glory—metal fabrics. This will first be apparent 
in the evening mode, but will undoubtedly carry on in 
touches for Spring clothes . . . and Spring shoes. 

[TURN TO PAGE 36, PLEASE] 
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Smart Features Add to Sales 





Two gaiters with new features introduced for the coming 

season. The “ball and chain” fastener provides easy closing 

with the gloved hand. Button and snap feature prevents it from 
opening while walking. 


The bottom gaiter with its satin finish and smart lines is made 
over a fine fitting last. Both lined with two-way stretch Jersey 
which is said to prevent the rubber from wrinkling. 





ppeal of 
New Gaiters 


—_— style, fit and 
service are noteworthy features of this season’s gait- 
ers, reflecting the constant effort that is being put forth 
by enterprising rubber footwear manufacturers to 
increase the selling appeal of their products. New 
fasteners and closing devices, designed to add a touch 
of smartness as well as contribute to the ease with 
which the galoshes can be put on and removed also 
give the merchant added selling points and make this 
season’s models more desirable in the eyes of the 
feminine customer. 

The weight and fit of a gaiter are important points 
that women investigate carefully when they buy. 
Light weight gaiters do not tire the feet, while good 
fitting qualities add immensely to appearance and 
ease on the foot. 

New devices are being constantly introduced to 
make rubber gaiters more useful and practical to the 
consumer. The “ball and chain” fastener illustrated 
in one of the designs shown in the accompanying 
illustration is one of these tricky little features that 
gives a new note of novelty besides contributing to 
the practical usefulness of the overshoe. It facili- 
tates fastening the gaiter with the gloved hand, is 
easy to grip and gives firmness in closing. A snap 
and button are said to provide insurance against the 
possibility of the gaiter opening when the wearer is 
walking. 

For the past few years we have been reading of 
two-way stretch this and two-way stretch that, until 
today there are few American women who are not 
familiar with materials whose threads have been pro- 
cessed with a treatment that provides for this two- 
way stretch. Now we are advised gaiters are being 
made with Jersey linings having this double action 
feature. Appearance on the foot is becoming an in- 
creasingly important point in selection of gaiters. 
This two-way stretch lining, it is said, prevents the 
rubber from having that wrinkly appearance. 

More attention to details of construction are being 
noted each season. The former complaint of the 
’ [TURN TO PAGE 38, PLEASE] 
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Men Sold on Summer Comfort 


With the Definite Acceptance of Light Weight 
Summer Clothing, White Shoes and Sport 
Types Hold a Safe Promise of Volume in 1934 


By HARRY R. TERHUNE 


“Tiheoughout the country 
there is a wave of keen interest by men of all ages in 
comfort and coolness for their warm weather attire. 
When you stop to think of men who are accustomed 
to careful tailoring in their clothes sacrificing fine 
fitting at the collar, shoulders, etc., in order to wear 
seersuckers, tropical worsteds and similar suits, it 
must be apparent that comfort and coolness is the 
transcending requisite. Thousands of men who never 
wore Summer clothes before, bought them this year 
and liked them. 

The widespread wearing of these light weight and 
light colored suits in hot weather indicates a wider 
acceptance of white shoes for general wear. A few 
years ago, we looked skeptically at the young fellows 
who were sporting their white and combination sport 
shoes every day to business. Then we began to 
recognize that they gave the impression of coolness 
and that they fitted much better with the type of 
clothes worn in Summer. If women can wear white 
kid shoes every day of the summer, what does the 
average business man do that makes it unpractical for 
him to follow the shoe color of his wife? Especially 
when there are washable white leathers such as goat, 
calf and elk on the market, offering ready and easy 
opportunity to clean off any smudges. 

The principal factor in sport shoes, and one that 
many retailers and manufacturers are prone to lose 
sight of, is the cost of upkeep for the wearer. When 
the sport shoe, in white with black or brown, was first 
sponsored, it was a luxury shoe. It has developed into 
the Summer shoe, whether in combinations or all 
white. There is no reason why men should stick to 
brown or black shoes in hot weather. By fostering 
white or white with combinations shoes for Summer 
wear, the distributors of footwear are actually making 
it a sign of being down and out for a man to wear 
colored or black shoes in Summer, the same as wear- 
ing a derby or heavy felt hat. 

Sports things for men were very much in vogue 
during the past Summer, so much so that it is most 
reasonable to believe that the coming Spring of 1934 
will be even more colorful from the clothing stand- 
point. Beach trousers of bright yellow, Coral and 





green and pullover sweaters of equally bright colors 
were seen most everywhere. 

The past season was also the biggest odd coat—odd 
slack year yet experienced. All this high color in 
sports wear means more plain white shoes, for, with 
so many colors in his outfit, a man must have shoes 
which do not clash. 

Sifted down, this means all white shoes for resort 
wear and brown and white shoes for city wear. One 
outstanding shoe buyer said that in his opinion in the 
top grades the all white shoe for more or less general 
wear has reached its peak, but that it will continue 
popular in the medium and popular priced fields where 
the great majority of shoes are sold. 


White on white shoes, 
mention must be made of the experiments of several 
smart stores on all-white buck shoes to wear with 
mess jackets. Late this year one store promoted, in a 
modest way, both a white buck pump with a grosgrain 
bow and a three eyelet close trimmed oxford. The 
pump did not go so well, but the oxford has most 
interesting possibilities. Black suede was too given 
a try out, but it was a flop with the mess jackets. 

Smart men during the latter part of this past Sum- 
mer suddenly began to wear brown and white shoes 
again. Dark, rich brown too. All stylists agree this 
combination will prove to be the one new note for 
next Spring. 

Two-tone combinations are out in all grades, unless 
contrasting surfaces of leather are used. Those shoes 
having two shades of smooth or the same finish 
leather are entirely superseded by the use of contrast- 
ing surfaces, such as smooth and boarded leathers. 
Novelty grains or sport grains in combination with 
the new Hempcord shade will have most interesting 
possibilities. For a darker shade which will be used 
in both combinations and plain, and which will be 
equally strong is that new color Sanwood. 

Heavily embossed and novelty embossed leathers 
have not been used to any great extent as they will be 
next Spring. The reason for this is that many rough 
[TURN TO PAGE 34, PLEASE] 
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Now Bring Alll Parts of the Trade Together 


The major codes, as they 
apply to the shoe industry, are “in the works.” The 
total codes affecting directly the shoe industry now 
number twelve—with more to come; but of this num- 
ber, approximately five are of vital interest to the 
shoe retailer. First, his own retail code. Second— 
the shoe manufacturing code as it affects his buying. 
Third—the leather code as it affects the materials he 
uses. Fourth-—the rubber industry code as it affects 
terms and datings and footwear of rubber content. 
Fifth—the wholesaler’s code as it affects distribution 
and terms in that field. The other codes directly or 
indirectly play their part in the field of service of 
supplies leading into footwear in the making. 

Now, after all this toil and tumult comes the chang- 
ing machinery of business; and harnessing it up to a 
new world of co-operative economics is work well 
done horizontally. By the word “horizontal” we mean 
that each group has been working in its own field— 
endeavoring to get the best possible code of fair com- 
petition as it relates to business within that horizontal 
industry. In other words—the retail code is for re- 
tailers. The shoe manufacturers’ code is for shoe 
manufacturers and the tanners’ code is for tanners— 
and so on right through. This is true of practically 
every trade in America—that the code work has been 
done to bring about fair competition, ‘‘on the level.” 

But now, in our opinion, comes the need for vertical 
co-ordination of the codes so that the tanner can get 
his business in gear with the shoe manufacturer—who 
in turn will get in gear with the retailers, so that the 
eventual purchasing power of the country can move 
all the machinery towards progress and profit. No 
industry is better suited for vertical machinery in gear 
with the times and in accord with each division of the 
trade. 

There has been some discord and some dissatisfac- 
tion in every industry in the preparation of these codes 
but happily that period is about at an end. When the 
President’s signature is affixed to a code, it becomes 
the law of the land and must be observed. For that 
reason, each industry finds that its internal disorders 





are ironed out by the strong law of the code. Each 
tannery, each factory, and each store is forced to work 
collectively with its own competitors and we are in for 
the greatest testing of a new order of economics. 

Now we ask the tanners, the manufacturers and the 
retailers to proceed to harmonize vertically the struc- 
ture of industry so that the retailer will know the 
terms of the manufacturer ; and the manufacturer the 
terms of the tanner and all will understand thoroughly 
the trade practices, the trade agreements and the 
trade movements that lead to the better sale and serv- 
ice of a pair of shoes to the customer. There never 
was a better time to harmonize the industry toward 
that desired objective. 

Here’s the thing in a nutshell and the quotation is 
from a bank bulletin published first in America, re- 
published in England and now reappearing here as a 
basis for harmonizing on a new common ground: 


“The working force of a shoe factory consists of many 
groups which perform independent operations upon each 
shoe, besides the overhead organization, and perhaps col- 
lateral organizations supplying materials, etc. It is neces- 
sary that all of these groups shall be, numerically or in 
working capacity, in balanced relations to each other, in 
order to prevent loss of time—unemployment—and that 
the best results may be had. Evidently this is essential to 
the success of the business and stability of employment in 
it. If the groups get out of step, they hold each other back, 
and diminish their own earnings and those of the business. 

“Furthermore, every group of industries and every branch 
of service in the entire industrial system bears a relation to 
that system as a whole corresponding to the relation which 
each group of workers in the shoe factory bears to that 
business as a whole. The whole system and all of its sub- 
divisions are tied together in the task of supplying the wants 
of the public, and waste or disorder anywhere impairs the 
results to all. 

“The equilibrium of relations between the subdivisions 
of a factory organization is maintained by the management, 
but there is no overhead authority to maintain the equilib- 
rium between all the parts of the economic system. This 
has been maintained in the past by the law of supply and 
demand and the discipline of the competitve system, and so 
effectually that the participants have scarcely known that 
there was any cooperation or compulsion about it.” 


If we can unify the shoe trade in the next few 
months, we can open 1934 in a solidified service that 
will help balance production and distribution and make 
more regular the ordering and making of goods to 
the end that peaks and valleys be leveled out and 
economic, efficient business be regularized. 
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Stock No. 2014—Black Kid & Patent 
Leather MARLYSE T-Strap 
Stock No. 2013—Black Suede & Black 
Calf MARLYSE T-Strap 
175 Last 20/8 LXV Heel 
PRICE: $3.25 per pair 


Stock No. 2018—Black Kid ENZEL Pump 
Stock No. 2019—Brown Kid ENZEL Pump 
414 Last 17/8 Continental Heel 
PRICE: $3.25 per pair 





SHOW THESE TWO NEW SHOES 
Ue /;f ‘Cm e°? 


IN - STOCK 


Smart, dashing styles—superlatively made—are terms that correctly 
describe Amesbury shoes. There’s nothing “average” about them for 
each style has earned the stamp of approval of some of the country’s 
largest buyers of fashion footwear, before it was put into the Amesbury 
In-Stock Department. If you are looking for a source of supply for 
shoes that can be truly called “fashion high-lights” test Amesbury 
shoes and service. We believe you will become a steady customer. 








Shoes are stocked in sizes and widths 
indicated on this chart. Terms 5%-10, 
4%-30—net thereafter. Price for single 
pairs 25¢ additional, and on orders for 
less than 12 pairs, net. 


AMESBURY SHOE CO. 


278 Broad Street 


* LYNN, MASS. * 


When writing advertisers please mention Boot and Shoe Recorder 
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A Dozen Codes for the Trade 


Every Branch of the Industry Plans 


‘bie codes of the industry 
now number an even dozen: Composite retail, boot 
and shoe manufacturing, leather, hide and leather 
shoe-making machine, tanning extract producing, 
leather and shoe findings, rubber heel and sole man- 
ufacturing, shoe machinery, shoe polishing, shoe and 
leather finishes and cement, heel manufacturing and 
rubber footwear industries. 

One code has reached the President’s desk—that 
of the leather industry—which was approved on Sep- 
tember 7th by President Roosevelt. 

The boot and shoe manufacturing industry code 
is in process of revision, after public hearing held 
September 12th, and in all probability will be made 
law this coming week. , 

The composite retail code covering all branches of 
retailing, with the exception of food and food prod- 
uct stores, is still in process of revision but hopes 
are expressed that it will be signed by the President 
this coming week. 

Certain paragraphs in the retail code have been 
revised to date and may appear as here printed, in 


the final law. They read: 


STOP LOSS PROVISIONS 


Section 1—In order to check extreme forms of 
predatory price cutting and minimize retail operat- 
ing losses resulting therefrom and in order to assure 
that the retailer shall be at least partially compen- 
sated for the service he renders the consumer, on 
and after the effective date of this code, no retailer 
shall offer for sale, sell, or exchange, or give away 
any merchandise excepting as provided hereinafter, 
below a minimum price which shall be the wholesale 
price as hereinafter defined with the addition of ten 
(10) per cent. 

The most discussed code paragraphs are as fol- 
lows: 


STORE HOURS AND HOURS OF LABOR 


Section 1—Basic Store and Working Hours: 

On and after the effective date of this Code, es- 
tablishments in the retail trade shall elect to oper- 
ate on one of the following schedules of store hours 
and hours of labor. 

Group A—Any establishment may elect to remain 
open for business 55 hours but not less than 52 hours 
per week, provided, however, that no establishment 
which on June 1, 1933, was open for business fifty- 


Regulations for Fair Competition 








two (52) hours or less per week shall reduce such 
store hours before December 31, 1933; no employee 
of such establishments shall work more than forty 
(40) hours per week, nor more than eight (8) hours 
per day, nor more than six (6) days per week. 

Group B.—Any establishment may elect to remain 
open for business more than fifty-five (55) but less 
than sixty-three (63) hours per week; no employee 
of such establishment shall work more than forty- 
four (44) hours per week, nor more than nine (9) 
hours per day, nor more than six (6) days per week. 

Group C.—Any establishment may elect to remain 
open for business sixty-three (63) hours or more 
per week; no employee of such establishment shall 
work more than forty-eight (48) hours per week, 
nor more than ten (10) hours per day, nor more than 
six (6) days per week. 

No employee shall work for two or more estab- 
lishments a greater number of hours, in the aggre- 
gate, than he would be permitted to work for that 
one of such establishments which operates upon the 
lowest schedule of maximum hours. 

On or within one week after the effective date of 
this Code every retail establishment shall designate 
under which of the Groups set forth in the preceding 
Section it elects to operate and shall post and main- 
tain in a conspicuous place in the store a copy of 
such election showing its store hours and employee 
working hours. 





Section 3—Exceptions to maximum hours of 
labor. 

(d) Executives: Subject to the conditions set forth 
in Section 4 of this Article, executives working in 
cities of over 500,000 population and receiving $35 
or more per week, executives working in cities of 
100,000 population and receiving $30 or more per 
week, executives working in cities of 25,000 to 100,- 
000 population and receiving $27.50 or more per week, 
executives working in cities, towns or villages and 
other places under 25,000 population and receiving 
$25 or more per week, may work in excess of the 
maximum hours prescribed in section 1 of this article. 

The fourth major industry within the general term 
“Shoe Trade presented its proposal for a code of fair 
competition for the shoe machinery industry. For 
that purpose, it organized the Shoe Machinery Insti- 
tute with H. G. Donham as president, J. B. Schwartz 
[TURN TO PAGE 34, PLEASE] 
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FLORSHEIM 
SHOES fx Women 


LS \ complete line of welts and style shoes, sup- 


plemented by an impressive IN STOCK depart- 
















o oan a ment and backed by a dominant advertising 
PORETAIL 17 ' : 5 
campaign, makes Florsheim Shoes for Women 


: ms i 7 
a od *H >) outstanding in the quality field. The deeided 
TO preference that smart women every where have 

shown toward both the Feeture Arch= styles 


and up and the higher styled Florette line means many 


additional pairs sold hy Florsheim dealers. 






@- Write for a catalogue or ask a representative 
é oO 
to call... Style illustrated, THe Vista W-1L06. 








THE FLORSHEIM SHOK COMPANY. Vanufacturers. CILCAGO 
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Don’t stop their 


fun 


to save 
shoe bills 


















@ @ just put them in shoes 
that have Goodyear Wing- 
foot Soles. 

No’'sole ever built can beat 
these tough, sure-footed, 
waterproof soles ~— and 
everyone knows that a shoe 
will wear as long as its sole 
holds out. 
So save their shoes — and 
save your pocketbook — by 
getting Goodyear Wingfoot 
Soles on new shoes —or at 
repair shops. They cost no 
more — but they give you 
thrifty extra weeks — or 
months — for your money. 
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30 MILLION 


Men and Women 





@ The first reason that Goodyear Wingfoot 
Sole advertising is ringing the bell for shoe 
stores is that it offers something people want 
—ECONOMY. 


The next reason it is doing a great job is 
this—IT REPEATS ITS SELLING STORY OVER AND 
OVER AGAIN. 


Week after week—in THE SATURDAY EVENING 
POST—in COLLIER’S —in LIBERTY—it pounds 
home this single point— 


Goodyear Wingfoot Soles make shoes last 
longer because these soles wear longer. 


And the results piled up by the spring cam- 
paign prove that’s a good selling point for you. 


WINGFOOT SOLES 





AND HEELS 
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FOOT SAVER | 
SHOES 
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An unusual corrective footwear window with a strong human interest appeal. The figures were made from photographs used in the 
magazine advertising of the line of shoes featured in the display. The panel in the back is 40 inches wide and 30 inches deep and was 
printed by silk screen process in red, black and white. The figure photographs are 20 inches high, backed up with heavy board and 
cut to shape. This window has been used in a number of stores in the East and has created much interest wherever it has been shown. 


Sell Foot Health Through Windows 


Show Special Feature Shoes in Relation to Use and 
How They Contribute to Health and Happiness 


This Fall and Winter season 
promises to mark the beginning of a period of ex- 
traordinary significance for the shoe store featuring 
orthopedic shoes. It was in a similar period of ad- 
vancing prices, immediately following the close of the 
World War, that the orthopedic shoe business experi- 
enced its most rapid growth, an entirely logical devel- 
opment that may quite conceivably be duplicated in 
the new era of higher priced shoes resulting from the 
NRA and the economic and monetary changes that 
are tending so rapidly to advance the prices of all 
kinds of merchandise and commodities. 

When a merchant must ask his customers to pay 
more for a pair of shoes he must give the customer 
a sufficient reason. It must be a reason that will 
appeal to the customer and serve as an inducement 
that will cause him to pay the difference. The fact 


that raw materials have advanced, that the manufac- 
turer must pay higher wages and employ more help 
may be a truthful and logical explanation of higher 
prices at retail, but it appeals only in an indirect way 
to the average consumer’s instinct of self-interest. 
The job of the merchant and the salesman in a 
period of rising prices is to convince the customer 
that he or she is getting a plus value in return for 
the higher price which the store must ask. 

People do not respond favorably to higher prices 
for shoes as such. Indeed there is no item of mer- 
chandise on which there is likely to be more price 
resistance than on shoes, as was abundantly proved 


in the post-war period. It requires good salesman- _ 


ship to overcome this resistance, and the salesman 
must be armed with selling and talking points that 
will enable him to show the customer that there is 
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F you’ve had tough sledding during 

the last few years, don’t console 
yourself with the thought that all shoe 
merchants have had poor business. 
They haven’t. Plenty of them have 
made plenty of money during these 
“depression years.” But they didn’t 
do it with no-name, no-personality, 
run-of-mine shoes. They did it with 
shoes that gave them the edge on 
competition. 

Take Red Cross Shoe dealers, for 
example. They have made money be- 
cause Red Cross Shoes gave their sales- 
people something more to talk about 
than style, quality and price. Red 
Cross Shoes have a distinct personality 
all their own. Women know these 
shoes, trust them, because they have 
been nationally advertised for 29 
years. Women ask for Red Cross 
Shoes because they are being mer- 
chandised as the shoes that “fit all 


four of your feet.” And this power- 
ful appeal has lifted Red Cross Shoes 
above competitive, cut-price shoes. No 
wonder Red Cross Shoes turn fast at 
full mark-up. No wonder Red Cross 
Shoe dealers have black figures in their 
ledgers! 

Today, as this is written, Red Cross 
Shoe dealers are taxing our factories 
to capacity (just as they have for the 
past 30 months). And there is just 
one reason for this—Red Cross Shoes 
sell! Which makes us feel pretty 
good. But which is a challenge, too. 
A challenge to make Red Cross Shoes 
even more salable. And we’re doing 
this by increasing our advertising in 
the national magazines — by driving 
home to the money-spending women in 
your community the fact that these 
famous custom-fitting shoes can now 
be purchased at an unaccustomed pop- 
ular price. Month after month, this 


powerful publicity is appearing in the 
Ladies’ Home Journal, Good House- 
keeping, Vogue, Photoplay and Shado- 
play. 


WRITE! Red Cross Shoes are 


being heavily merchandised and sold 
in the leading stores in the leading 
cities. "Take a tip from these close- 
figuring, big-town buyers — let Red 
Cross Shoes help you to put bigger 
profits into your pocket. They can 
do it—whether you live in a town of 
5,000 or 50,000. Write. Let us 
show you how Red Cross Shoes can 
keep you out in front. Don’t wait. 
1934 will be staring you in the face 
before you know it! Write, right 
now. We'll put the Red Cross Shoe 
proposition before you. We'll give you 
a positive and profitable answer to 
your question. “Where do I go from 
here?” 


THE UNITED STATES SHOE CORPORATION - Cincinnati, Ohio 


RED CROSS SHOES 


FIT ALL 


REG US PAT. OFF 





‘ 


FOUR OF YOUR FEET 


$6 and $650 
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some advantage from a consumer’s standpoint in pay- 
ing the higher price. It has been demonstrated that 
people will pay for shoe service, including foot com- 
fort, correct fitting and special features in shoes 
which contribute to the health of the wearer. 

Because of this evident willingness on the part of 
people to pay a higher price than they have been ac- 
customed to pay if they are assured of a benefit in 
the way of service and fit, it may be assumed that 
many merchants will give more attention from now 
on to special feature shoes and that the orthopedic 
and service end of the business will experience an- 
other development comparable to that which marked 
the period just after the war. The beginnings of this 
development are already in evidence in the increased 
emphasis which merchants and manufacturers alike 
are placing on corrective shoes and in the fact that 
new shoes of the corrective type are being developed 
and promoted in considerable numbers. 

The corrective store of the future, however, will 
be in a somewhat different position from that of the 
pioneers who engaged in this branch of the business 
when it represented a field that had scarcely been 


In opening a new special feature : e : 
shoe department recently, the May ea a 
Company, of Los Angeles, Calif., 
heralded the event with this at- 


tractive window display. It shows 

that corrective shoes can be given 

a style appeal through the right 

sort of windows and advertising, 

and likewise suggests how they 

serve the uses of various classes 
of men and women. 
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An orthopedic window that tells an 
educational story in an interesting 
way. While it serves to get its foot 
health message over to the cus- 
tomer, it also has an artistic appeal 
that has been lacking in a great 
many window displays devoted to 
shoes of the corrective type. A 
window of this nature is not dif- 
ficult or expensive and can be cre- 
ated in any shoe store. Display by 
Ground Gripper Store, Chicago. 


opened for cultivation. From now on there will be 
increasing competition, not only from individual 
stores featuring corrective shoes, but from special 
orthopedic sections that are being opened in large 
numbers in department stores and from various chain 
store groups that are increasing their activities along 
the same lines. When the department stores engage 
in the business to the extent that they are entering it 
today, it means that orthopedic shoes will be pro- 
moted, publicized and displayed more vigorously than 
they have been up to now, for the big department 
store relies upon high pressure promotion to main- 
tain and increase its volume of sales. 

To meet this vigorous competition, shoe stores fea- 
turing corrective footwear must, from now on, give 
more careful thought and attention to promotional 
efforts, including window displays, advertising and 
direct selling at the fitting stool. Otherwise the busi- 
ness will tend to go to the department store. Up to 
now the individual store has had the advantage in 
the orthopedic field, for the reason that it was a spe- 
cialized branch, in which there was only limited com- 

[TURN TO PAGE 46, PLEASE] 
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BOTTOMS AWAY FROM 
SHOES WHAT IS THERE LEFT 


TO MAKE THEM SALABLE ) 


If you have never seriously regarded 
footwear bottoms before, you can now 
understand why we so earnestly encour- 
age your interest in this feature of shoe- 
making. Obviously the sole is an impor- 
tant element in shoemaking. Good manu- 
facturing and safe merchandising has a 
definite bearing on the kind of sole used. 


KISTLER"BENCH BRAND 
SOLE LEATHER 


is a balanced tannage—a development 
of the vegetable tannage, which produces 
a leather not easily affected by weather 
or wear. Because public demand is meas- 
ured by quality—and service received— 
we consistently advocate that the trade 
show preference for “BENCH BRAND” 
iumen Yee pen ane oe Leather Soles when placing orders for 


. The part used for 


Satan te saaue ton ak ee dress, sport or heavy-duty shoes. Don’t 


whole side. pay the penalty of poor sole leather. 


KISTLER ‘ LEATHER COMPANY 
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Wolock and Bauer Ad Wins 
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Important Prize 


by 
DALE FISHER 


Advertising Manager 


Wolock and Bauer 
Chicago, Ill. 


Most advertisements 
of the Practically Past Depression Era featured prices 
in 72-point, italic bold—which is, I believe, one of the 
largest type-sizes available. This is known as Price 
Appeal and is intended to pack your store the day 
that your “ad” runs. 

If the words Quality, Style or Good Taste appeared 
in the same masterpiece, there was probably just room 
enough left to set them in 4-point light face—which 
is, I believe, one of the smallest type-sizes available. 

In slightly over-emphasizing the situation, I may 
succeed in suggesting the average store owner’s dis- 
interest in what might happen six months or a year 
in the future. 

Even the exclusive (whatever THAT means) shops 
were burying their very reason for existence in an 
avalanche of Price-advertisements. 

And so-o-o-0, I am justly proud of servicing an 
account (Wolock and Bauer) that understands and 
demands Quality-advertising. Nattrally, our pub- 
licity-budget has been appreciably reduced. But even 
with this supposed handicap, Wolock and Bauer are 
concerned only with the sort of advertisements that 
tell their story in the only way that it can be told 
correctly : through the media of good illustrations and 
lay-outs, sanely bright copy and expert typography. 

Many of our advertisements are as small as two 
columns by seventy-five lines. Invariably, I include 
in this modest space not only a generous shoe-cut 
but also a spirited fashion figure. And I still manage 
to show enough white space to meet the danger of 
being buried between advertisements for tombstones, 
perambulators and cough syrup. 

The three-column, prize-winning advertisement ‘re- 
produced in this article ran in the Chicago Tribune 
April 3 of this year and opened Wolock and Bauer’s 
Spring campaign. It was one of 1074 “ads” submitted 
[TURN TO PAGE 36, PLEASE] 
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No. 1739 
~~ Black Calfskin, 















No. 1738 AAA to D, 5 No. 1778 
Black oe y sises te: 18 ~ Brown 
Calfskin, ' Calfskin, 






~ AAA to E, 
‘Sizes to 14 





AAA to E, 
Sizes to 14 






Shoes 
FOOT ae 


Features 


These five Uptown styles were design- 
ed and built for a definite purpose. 
They are good, well-styled, well-made, 
high grade shoes and have built into 
them features that win and hold trade. 


"Roeoes 





















| When you slip a pair of Foot-Guides 
aati on the feet of a man, you make a : 
_ No. 1741 sale... and one pair sells another. No. 1781 


Black B 
” Foot-Guides are different. See them. hose 


AA to E, 
Sizes to 14 










* Kangaroo, 
3 AA to E, 
E Sizes to 14 













ROBERTS, -JOHNSONS RAND 


Branch of International Snc 


ST. LOUIS. MO. 
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as secretary-treasurer and an executive committee of : 
S. A. Reece, W. B. Freeman, L. S. Muthler, E. M. 
Primeau, J. B. Schwartz, J. F. Wogan and H. G. 
Donham. 

The term “shoe machinery” is defined to mean— 
the manufacture, repair or rebuilding of machinery, 
mechanisms and mechanical devices for use in man- 
ufacturing or repairing footwear. 

The rubber footwear code is defined to cover the 
rubber footwear industry—the manufacture and/or 
wholesale sale by manufacturers of all types of so- 
called waterproof and canvas—rubber-soled footwear. 
Trade practices for this industry ask: 









1. No goods will be sold under any conditions on 
consignment to any classification of account. 





2. No order except a detailed order with specified 
shipping date will be accepted. 






3. No contracts shall be made that do not provide 
for change of prices without notice. Where 
change of price occurs at the start of the sea- 
son (as determined by the Footwear Division 
of the R. M. A.), it becomes effective as to 
shipments immediately. Where change of price 














A Dozen Codes for the Trade 


[CONTINUED FROM PAGE 24] 
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occurs during consuming season (from Septem- 
ber Ist to start of season on Waterproof goods 
from March Ist to start of season on Canvas 
goods), all shipments made thereafter must be 
at new prices except orders on hand, shipment 
of which can be completed within 30 days after 
effective date of price change except that such 
30-day period must not extend beyond the start 
of the next season. Where change occurs dur- 
ing advance order season, all shipments there- 
after must be at new prices except orders on 
hand, shipment of which can be completed with- 
in 30 days after the start of the consuming sea- 
son. 


. No special terms, secret rebates, irregular credit 


exchanges or returns, advertising or other al- 
lowances of any nature whatever beyond the es- 
tablished prices and discounts, if any, for any 
class of trade shall be made. All so-called pre- 
miums when distributed with the Industry’s 
merchandise shall be sold at cost plus handling 
charges, and a minimum profit of 10 per cent. 


The other codes of the industry will be reviewed 
in next week’s issue. 
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fabrics will be worn, so that the shoe 
men will have a real opportunity of 
promoting something new which will 
be right in keeping with current cloth- 
ing trends. 

Sponge leather, which was so good 
in women’s shoes, will be given a show 
in many men’s lines for Spring. Sev- 
eral lines are working out good selling 
combinations of white service calf and 
novelty grains. This is in keeping with 
the growing interest of the brown and 
white combination. Black and white 
wing tips, which have had a long run, 
are now considered as almost outcasts. 

Watch out for many new combina- 
tions of the new color “Sport Rust” 
and white. This will be the best bet 


of them all, on aecount of the fresh 
sparkling character of the color, when 
used as a trim on white shoes, either 
as a saddle effect or when detailed on 
quarters and tips. 

There is a new “restrained” treat- 











Men Sold on Summer Comfort 


[CONTINUED FROM PAGE 21] 





ment in styling shoes to be watched, as 
a great many shoes will be shown with 
plain tips and foxings that are just 
stitched without the usual pinkings. 
A growing tendency to have shoes 
finished with the natural luster and 
not the high gloss is doing much to 


| bring out the dignified beauty of the 


footwear. 

In the high grade lines, the young 
fellows will get the shoes they like with 
the narrow custom toes. Broad toed 
lasts are out, as even when buying 
rubber soled shoes, the young fellows 
want the narrow custom type lasts. 
During the latter part of this year, one 
Fifth Avenue shop catering to the 
young men experimented with some 
real narrow toe. white buck rubber 
soled shoes and sold them out in jig 
time. 


Sport shoes with leather soles and 


heels will carry one lift higher than 
usual. The reason—to give a shorter 


| appearance to the foot. 









Along that 
line of thought is the lengthening of 
lasts from the ball back. For a long 
time lasts have been lengthened from 
the ball front. Now sufficient room for 
comfort is given through getting the 
proper swing at the ball. This gives 
more of a slight vertical line to the foot 
and achieves that shorter look. 

These rough materials to be used in 
the spring will have their effect on the 
patterns. Look for more Bluchers and 
for new Blucher developments. Some 
very smart, patterns are being worked 
out. 

Linings will be more important next 
Spring in men’s shoes than usual due 
in a large measure to the great number 
of ventilated types which will be shown. 
Shoes that are perforated through and 
through necessarily need extra good 
linings, not only to keep the shoe in 
shape, but to give the customer’s foot 
that smooth, sleek feel as it slides into 
the shoe. 
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1s what 


Your Wom en C: ustomers 


Read 


in their 
Favorite 
Magazines 


“Tors straight ahead” is not a fad. It is 
a definite trend toward a permanent 
habit. Each succeeding month’s crop of 
magazines contains the advice from 
well-known beauty and health author- 
ities. Women, reading, daily become 
more “Tread Straight” conscious. 

Only Brownbilt Tread Straight Shoes 
—in both name and features—are 
closely related to this movement. That’s 
why retailers who feature them report 
such rapidly increasing volume. 

Write us for details of the Tread 
Straight franchise. 


Www aoe GOwIQssoey, 


SAINT LOUIS 


Manufacturers also of Buster Brown Tread Straight Shoes 
for boys and girls and Brownbilt Tread Straight shoes for men. 


Brown bilt 


passe 
“Shoes 
for Women 


Dear Sylvia: 





GOOD FOR WEAK ANKLES 


and when I walk 
e all off balance. 


My ankles are very weak 
an exercise tO 


t they turn and throw m 
wish a could give me 


—_ E. S., Minneapolis, Minn. 
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SYLVIA 





Clipping from Photoplay Magazine 


Yo ur women customer. 


who is given credit fo 
making the movie star 
the glamorous beautie 


as this, from her, i 
taken seriously. 


MEMBER 





s 


know SYLVIA of Holly- 
wood, the Swedish girl, 
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s 
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they are. Such advice 
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Putting the Pieces Together 


[CONTINUED FROM PAGE 19] 


At this point we asked Miss Rhea 
Niehols, of Allied Kid, to relate grays 
in shoes to the picture of grays in cos- 
tumes: 

Flint Gray, the darker Spring gray, 
will be at its best, she believes, in ooze 
finishes or for tailored shoes to comple- 
ment the gray mixtures mentioned in 
woolens. For the lighter gray, in kid- 
skin, however, she predicts a repetition 
of last Spring’s popularity, again find- 
ing its best place in popular price shoes, 
and again taking the place, in many 
cases, of the beige neutrals of other 
years. The gray cycle is not yet fin- 
ished. It should have, judging by other 
similar cycles, at least another Spring 
season. 

Miss Ruth Kerr, of the Calf Tanners, 
then related blues to costume blues. 

Marine Blue, the new blue of the 
Color Card, she believes, is a satis- 
factory complement to the new Schi- 
aparelli color mentioned by Miss Ly- 
man. Navy blue shoes, she pointed 
out, should never be bought or sold by 
artificial light. Last year, in spite of 
all the propaganda for a correct blue, 
there were still many women disap- 
pointed in their blue shoes because they 
were too green for their Spring suits. 
Shoe men often have a_ prejudice 
against purple casts in blues because 
at one time this cast indicated poor 
tanning. But that situation no longer 
exists. The costume blues have a violet 
cast. And if they would fit into the 
jig-saw, shoe blues must conform! 

Miss Muriel Maurer, Fashion Editor 
of Dry Goops Economist (That’s a 
sister publication you know, to the 
RECORDER), gives us the highlights in 
cottons. 

The simulating of woolens, both in 
weave and weight, is the cottons news 
for Spring. In woven stripes, plaids 
and checks and in novelty monotones. 
Ribs and tucks also important in cot- 
tons. Natural grounds are most im- 
portant both in jacquard and printed 
cottons. There were a few last year. 
There are many more this year. And 
by natural is meant a true string color. 
Call it off-white, eggshell or string, but 
it is not beige. It is lighter and more 
neutral. Is there a place for a neutral, 
off-white leather to fit into the puzzle 
at this point, to try out, perhaps, for 
the early cruise business? Off-white 
is a tricky thing to merchandise, but is 
definitely something to think about, not 
to take the place of white by any means, 
but just as an extra color with a new 
fashion significance. 

With these cottons, and with South- 
ern clothes in general, according to 
Mrs. Pauline Morgan, of the Amalga- 
mated Kid Company, we may also ex- 
pect to see some high-colored shoes. 
Bright blues, greens, reds . . . Chinese 
colors, picking out a bright note in the 
costume. 





These bright colors, together with 
the new neutrals and advance white 
shoes, will be making an early appear- 
ance this year. Many stores, even in 
the North, will begin showing cruise 
clothes within the next few weeks. All 
signs point to one of the best and 
earliest Southern seasons in many a 
year. Travel bookings are excellent. 
Last year the resort openings were too 
late to take care of the cruise situation 
and considerable possible business was 
lost fot that reason. This year smart 
stores are planning to take advantage 
of this new extra season that has taken 
the place of the Palm Beach season we 
used to have. So be sure to put some 
cruise shoe pieces into your Spring 
puzzle picture! 





Shoe Store for “Teens” 


WicHITa, KANs.—Jack Kimple, with 
a shop on the first floor of the Rora- 
baugh Dry Goods Company, here, 
opened a new shop to cater to the shoe 
needs of older children and youths in 
the early teens. The shop is christened 
Young America Shoes, footwear for 
boys and girls. It will carry nothing 
but the better class shoe—nothing 
under $2.50. Mr. Kimple is using a 
very taking insignia which he has had 
stamped upon the soles of all shoes 
which he offers for sale. Young Amer- 
ica are the words and a fine scroll is 
the design which unite to form the 
insignia. 

Mr. Kimple conceived the idea of 
such a specialized shop by observing 
the reticence and often the embarass- 
ment of the older children, especially 
the boys, in being brought to a “chil- 
drens’” shop to have shoes fitted. He 
maintains that the tens and elevens 
and twelves and the early teens are out 
of everything, receive little or no spe- 
cial attention, and he hopes to prove in 
this shop that his psychology is sound. 





Forms New Firm 


New Brunswick, N. J.—Albert and 
Isaac Mistriel have formed a whole- 
sale and retail shoe business at 142 
Neilson Street, this city, under the 
firm name of Mistriel & Son. 





ROLLER SKATING OXFORDS 


The vogue of roller skating rolls along in New 
England colleges. Thayer, McNeil, of Boston, 
show roller skate oxfords, some with skates 
attached, also, bicycle oxfords that lace down 
to the toe, these being of grain and reptile 
leathers. They go by the name of Wellesley 
oxfords. And if the college sister neither 
skates nor wheels, then these Wellesley oxfords 
serve equally well for walking about on one’s 
own two feet. 
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Features Cross Tucked Kid 


New York, N. Y.—Macy’s is featur- 
ing cross tucked kid oxfords and san- 
dals. In newspaper advertising it has 
exploited the models through compari- 
son of the moetif with the fisherman’s 
net. The copy reads as follows: 

“Fishermen patiently knot and cross 
threads to make their nets. With the 
same care, the tiny cross tucks on 
these shoes were made. The soft kid 
is first tucked one way, then turned 
and tucked the other way. It is pains- 
taking and one man only makes five 
shoes a day. It is this refining touch 
that makes these shoes distinctive. 
Their padoga heel and round toe make 
your foot look ‘inches smaller.’ Comes 
in black and brown.” 





Cigarettes to Women Customers 


HACKENSACK, N. J.—An innovation 
in window displays and a uniformed 
page boy passing out cigarettes to the 
ladies are two features that have kept 
the clerks busy in the new Princess 
Bootery which opened at 197 Main 
Street. 

Manager Richard reports scores of 
women shoppers have voiced their en- 
thusiasm over the attractive window 
displays, the smart interiors and the 
beauty and style of the shoes offered. 


U.S.M. Co. Moves Branch 


ATLANTA, Ga.—The Southeastern 
branch of the United Shoe Machinery 
Company has been moved to Atlanta, it 
has been announced by the Industrial 
Bureau of the Atlantic Chamber of 
Commerce. J. W. Courier is district 
manager for the company and thirteen 
employees comprise the office and the 
warehouse force of the firm. 








Adds Men’s and Boys’ Shoes 


CoLuMBUSs, OHI0—Cort’s Shoe Store 
at 183 North High Street, operated out 
of Cleveland, announced that it had 
opened a men’s and boys’ shoe depart- 
ment. The company has been an ex- 
clusive woman’s store since it was op- 
ened several years ago. L. L. Gilman 
is manager. 


Wolock & Bayer Ad Wins 


[CONTINUED FROM PAGE 32] 


in the Third Annual Advertising Ex- 
hibit, sponsored by the Advertising 
Council of the Chicago Association of 
Commerce—and won the local classifi- 
cation of Best Single Advertisement. 

The judges were O. C. Harn, man- 
aging director of the Audit Bureau of 
Circulation; John B. Gaughen, Detroit 
manager for Capper Publications and 
vice-president of the Advertising Fed- 
eration of America; Mrs. Katharine 
Hardy, president of Chicago and Cook 
County Federation of Women’s Clubs; 
Frank H. Young, director American 
Academy of Art and Sterling Peacock, 
vice-president N. W. Ayer & Son, Chi- 
cago. 
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10 YEARS SOONER 





Now brings to the Youthful Miss the matchless comfort of the ‘‘Moulded Sole."’ Years 
before buying habits are established, Collegebred dealers can acquaint young girls with 
the Moulded Sole idea. Once they know Collegebred comfort, they will become lifelong 


wearers of ‘*Your Footprint in Leather. 


With husky, swanky models, the Collegebred Line includes ample variation of the sturdy 
boyish effect that will bring style-minded young ladies to your store as permanent 
customers. Collegebred Shoes are priced to appeal to those expecting the most in style and 


quality at reasonable prices. 


Our IN STOCK Department is always prepared with a complete range of styles, sizes 
and widths to meet the more frequent demands of today. Write today for fully illustrated 
catalog describing the full line of patterns carried in stock. 






THE CADET 


Its rakish style is 
just the back- 
ground for the 
latest novelty in 
leather — Polar 
Grain, the soft, 
sporty, new mate- 
tial for Fall and 
Winter Shoes. 


ROO sek ne Indies brown Polar Grain......... $4.25 
MOO so sictaliecs Black Polar Grate. ..........0005. 4.25 


THE GOTHAM 


Heavy laces with 
fringed leather 
tips, laced plug 
vamp with gypsy 
seam, and the 
whole charming 
effect enhanced by 
the very new Polar 
Grain leather. 










THE STADIUM 


Its studied sim- 
plicity in feather- 
soft Mandrucca 
leather empha- 
sizes the ornamen- 
tal buckle and 
strap and the 
long, fringed 
Scotch tongue. 


3680...... Indies brown Mandrucca........... $4.25 
4080. .....Seal brown Service Calf, unlined... .. 4-25 


THE MEADOWBROOK 


THe Meadow- 
brook gives vigor- 
ous style and an 
air of sturdiness 
and strength. No 
picture can indi- 
cate the smart 
effect of the con- 
trasted leathers. 


3917....Black suede, with black Calf trim..... $4.25 
4017... . Brown suede, with brown Calf trim. .... 4.25 


E. P, REED & COMPANY «+ ROCHESTER, NEW YORK 


NINIICIES 
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The Industry Faces Forward | 


[CONTINUED FROM PAGE 15] 


one of serious intent where shoe manu- 
facturers are going to be in position 
to place their commitments. They are 
going to make certain of having leath- 
ers when they need them. Because of 
the conditions under which all industry 
is being organized, greater interest will 
be manifested as to the mutual com- 
plications with which each is_ being 
confronted. An interchange of thought 
and understanding is going to have a 
more significant meaning to manufac- 
turers and tanners who are expected 
to be in attendance in large numbers. 

The open policy which nearly every 
code provides leaves little secrecy in 
trade. This applies principally to 
wages, hours, terms and other forms 
of business ethics which in the past 
were not subjects of conversation. 

Today under the code both manufac- 
turers and tanners and retail merch- 
ants can openingly discuss many of 
their intimate business difficulties with- 
out revealing any of the trade confi- 
dences of their business. 

This should increase the possibilities 
of many more merchants and shoe 
manufacturers at the leather opening. 
It is the opinion of many shoe manu- 
facturers that when the code is in 
operation styling and designing will 





have a new appreciation. With manu- 
facturing costs basically the same 
throughout the industry the opportun- 
ity for style selection will be one 
factor that will give an advantage to 
those manufacturers whose style su- 
premacy is recognized. Individual pat- 
terns with a leadership of fashion trend 
will naturally have a popular accept- 
ance over shoes that are not as smartly 
designed. 

Price will no longer be the one dom- 
inating influence, with a price spread, 
that compelled merchants to buy in 
order to remain competitive. Indi- 
vidual style expression of a manufac- 
turer is going to play an important 
part in the lines for Spring. 

For that reason the style conference 
is anticipated to have an equal promi- 
nence with the leather opening. More 
attention will be devoted to style as 
many merchants are of the opinion 
that new promotions will be centered 
around unusually styling rather than 
price. 

With the upward tendency in prices 
continuing, it is believed to be an 
effective merchandising policy to con- 
centrate the interest around style 
rather than price. 








Labor Relations and Style Shows 


[CONTINUED FROM PAGE 17] 


Answering questions by Deputy Wil- 
liams, Mr. Nichols said that in 1929 his 
employees worked 10 hours a day, with 
a 57-hour week, with 30 cents an hour 


| 


| 


the highest amount paid to skilled work- | 


ers. His minimum wage at that time, 


he said, was $1 a day for girls and $7 | 


a week for men. 


“But these were green and right off | 


the farm and not worth 7 cents a day,” 
he said. 

Speaking for the three companies 
mentioned, Mr. Dewey urged a uniform 
wage differential in the South 10 per 
cent under that in the North, with 
maintenance of the same spread be- 
tween large and small towns. 

R. P. Hazzard, president of Hazzard 
Shoe Co., Gardiner, Me., pleaded for 
lower wages for small towns. He said 
framers of the code should take into 
consideration not only the actual 
amount of wages paid in cash, but 
what they will buy. Wages will buy 
more in small towns than in large 
cities, he said. 

Denying that he was an oppressor of 
labor, Mr. Hazzard declared his em- 
ployees were his friends and “I would 
close up my shop before I would harm 
any of my employees.” Looking across 
at a table where sat representatives of 
organized labor Mr. Hazzard said, 
“you labor fellows ought to cut out 


the sob stuff.” He said labor has been 
misrepresenting the NRA to employees 
and telling them they must organize to 
obtain benefits under the act. 

Arthur Berg, for the Sheepskin 
Slipper Manufacturers’ Association, 
asked that slipper manufacturers be 
permitted to work employees 45 hours 
per week for 16 weeks during the pe- 
riod July to December, explaining that 


| most slipper work is done during those 





months. 

With a number of interruptions from 
Deputy Administrator Williams, who 
seemed to feel that the presentation 
should not be made, Thomas A. De- 
lany, secretary of the National Shoe 
Travelers’ Association, asked for a 
minimum wage of $35 per week for 
traveling salesmen, plus all traveling 
expenses, with credit being given sales- 
men for all merchandise shipped into 
their territory. 

Fred Roth, representing the Con- 
solidated Shoe Corporation, Seymour, 
Ind., asked a differential of $2 per 
week between the largest cities and the 
smaller towns. The average cost of 
living in small towns, he said, is 29 
per cent less than in large cities, even 
when people live on the same scale and 
enjoy the same luxuries. 

He denied that manufacturers moved 
to small towns to exploit labor, saying 
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the reason was to get away from high 
rent and other excessive costs. 

Father Haas asked Mr. Selby if the 
code should not have a provision in it 
prohibiting reduction in wages which 
are now higher than the proposed mini- 
mum. Mr. Selby declared it was 
“ridiculous” to think that the shoe 
manufacturers would take advantage 
of their employees and reduce wages. 

C. M. Tisdale, consumer adviser, 
asked for clarification of the unfair 
trade practice clause dealing with sell- 
ing below cost., Mr. Selby said selling 
below cost was a difficult thing to deal 
with because of the machinery leasing 
system. A shoe manufacturer can 
start with relatively small capital, he 
said, and it is difficult to determine 
cost. 

Mr. Tisdale said selling below cost 
should be defined if it was to be pro- 
hibited by the code. He thought, also, 
that the clause dealing with returned 
goods might be used as a blacklist, but 
J. O. Ball, managing director of the 

[TURN TO PAGE 46, PLEASE] 








Smart Features Add to Sales 


[CONTINUED FROM PAGE 20] 


higher heel shoes driving through at 
the heel of the overshoe has been halted 
to a considerable extent. A plug of 
tough material is used in the heel to 
prevent the leather heel from punch- 
ing. This construction detail is being 
employed by a leading manufacturer. 

Like shoe materials, gaiters no 
longer can remain static. Each sea- 
son’s demand calls for new finishes and 
simulations. Recent results but slight- 
ly indicate how cleverly appearances 
are being improved to win customer 
approval. 

The trends frequently parallel that 
of the prevailing materials used in 
footwear. This is especially true as 
applied to shiny or dull material. 
Especially popular in a line of gaiters 
this year are those with a satin finish, 
having a smooth and beautiful appear- 
ance. Tiny lines engraved on the sur- 
face of the gaiter, some as many as 
72 to the inch, give the rubber a rich 
sheen as they absorb reflected light. 

Lasts are being developed with more 
perfection than ever before. Manu- 
facturers have recognized how impor- 
tant these are to a perfect fit. Never 
in many years has a nation of shoe- 
minded women been more insistent on 
fit than they have during the past few 
years. A new awakening of shoe 
knowledge and foot health on the part 
of the consumer makes it imperative 
today that gaiters have something else 
than an assurance that they will keep 
the feet dry. 

The demand for smoother appear- 
ance, comfort in fit, ease in putting on 
and taking off and the essential ele- 
ments of quality and wearing service 
are all being offered by manufacturers 
who value the significance of customer 
opinion, reflected through the mer- 
chant. 
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sl 
MODERN JRE 


AS TODAYS FASHION 


Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 





of modern fashion. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE RIGHT SLIPPER 
AT THE RIGHT price 
is RIGHT in 





60? 
65¢ 


CASES 
DOZENS 


OF ONE COLOR 





Crepe Suede 
Sole. ‘quitted Satin- 
a. Lining Covered 


BLACK-CORAL 
BLACK-GREEN 


BLACK-COPEN S T Oo Cc K 


GOLO SLIPPER COMPANY, Inc., 129 Duane St., N. Y. C. 








“Gypsy” Side Lace 
Price $2.00 


BLACK SUEDE 
BROWN SUEDE 

BLACK CALF 

BROWN KID 

BLACK ALLIGATOR 
BROWN ALLIGATOR 

HIGH AND JUNIOR LOUIS HEELS 
A B C WIDTHS 


J. WEISS SHOE CO., INC. 


Women’s Novelty Shoes 


NEW YORK, N. Y. 








| 137 DUANE ST. 


GENUINE ALLIGATORS 4 
IN STOCK 
FLEXIBLE LOCK STITCHED PROCESS 
a ALLIGATOR BLUCHER 







a. Tie "and Fox, Medium toe 
16/8 Cont. covered heel. AAA to C....$4.00 


##900I—GENUINE ALLIGATOR PUMP. 


Perforated Tip and Fox, ey toe 
19/8 cont. covered heel. AAA to C....$4.00 


##9002—GENUINE ALLIGATOR PUMP. 


Perforated Tip and Fox, Medium toe 
16/8 cont. covered heel. ‘AAA to C....$4.0 
Sample one shoe 79000 for illustration. 


iE St N 
144 DUA TS ws YORK 


OUR SPECIAL-AS LONG AS THEY ao 








COMPO OPERAS (Kid Lined) 





BUY int 










BLACK SATIN 


SIZES 1-9 


GRAY SUEDE BLACK KID 
BLACK SUEDE BROWN KID * 
BROWN SUEDE BLUE KID 


PATENT LEATHER 


BLACK FAILLE 





WIDTHS AAA-C 
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He NEW 





REGISTERED 


edicharm 
P Shoes 


CREATING PERFECT POSTURE 
AND 
GRACEFUL CARRIAGE 





SUCTION SPONGE 
BACK RUBBER 
CUSHION 





O 


(NW 


edicharm 
Shoes 





IMPERFECT 
BALANCE OF 
AVERAGE SHOE 
ELIMINATED BY 
PEDICHARM 


PERFECT BALANCE 
OBTAINED AT THIS 
POINT BY 
PEDICHARM 


RESILIENCY IN YOUR STEP 


CHARMING SHOES 
FOR 
NORMAL FEET 


LAZARUS FRIED & SONS, Inc. 
118-120 Duane Street 

























ae 










HIGH AND BABY LOUIS HEELS 


‘Price $2.10 


LEVEY BROTHERS SHOE CO. 


144 DUANE ST. 


NEW YORK CITY 











NEW YORK 
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THE GREAT NEW YORK 
SHOE MARKET 


In the lower part of Manhattan, between Broadway 
and West. Broadway, there is located the world’s 
greatest shoe market. This shoe market comprises 
about six square city blocks in area, and practically 
every building in this section is devoted to the selling 
of footwear of all kinds, and accessories. 

Practically every conceivable type of footwear is at 
the disposal of the retail merchant in this market, all 
styles, all prices, and all makes. 

Every year over $75,000,000 worth of shoes are sold 
in this centralized market, showing an appreciation 
by shoe merchants throughout the United States of 
the ability of this market to fill their needs. 

Once again this series of advertisements appears in 
the Boot and Shoe Recorder, and are made possible 
by these co-operators who have wholeheartedly in- 
vested in the further development of the New -York 
Wholesale Market. 

Watch for these pages, because the offerings of 
these advertisers are worthy of your consideration. 





HOW TO REACH THE NEW YORK 
SHOE MARKET 


We hope you will 
consider thisacordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue ex- 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers _ Street 
Station. The great 
wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 
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ARKET 





ANOTHER 1933 WINNER 


2701 BLACK KID PRICE $2.60 
2702 BROWN KID ' 
2705 BLUE KID 
2703 BLACK SUEDE 
2704 BROWN SUEDE 
20/8 HEEL 
AA-C WIDTH 


Ine. 
Ladies Novelty Footwear 
131 DUANE STREET NEW YORK, N. Y. 


F fs STORM KING | 


14 IRON ARMOR-TRED SOLE 
LEATHERTAP—STORMWELT 














IN STOCK 

4200 Little Men’s 10 in. Tan Elk Sizes 12-1342 $1.85 
0! Boys 12 in. Tan Elk —Sizes 1-6 $2.10 
4202 Little Men’s 10 in. Black Elk—Sizes 12-132 $1.85 
03 Boys 12 in. Black Elk—Sizes 1-6 $2.10 
B. FRIEDMAN SHOE CO. 

Est. 1880 

109 Reade St., 

ween New York City, 

N. Y. 





b- 


The Pedicharm 


for women 
FASHIONABLE—CORRECTIVE 
AAA - EEE 


WE CARRY IN STOCK 


A Large Assortment of Beautiful 
and Latest Patterns in Diversified 


q 


Shoe 







Leathers 
At a Substantial Profit No. 3730 
TO RETAIL AT $5.00 IN ALL LEATHERS 


LAZARUS FRIED & SONS, INC. 
118-120 Duane St. New York City 









SMART DELUXE STYLES 
IN STOCK 


TH. 01535—KAFFA—BABY HEEL 
TH. C WIDTH. 


01536-—KAFFA—HIGH HEEL 
A AND C WIDTH. 


PRICE $2.10 





PRICE $2.10 
LION SHOE CO., INC. 


WHOLESALE DISTRIBUTORS 145 DUANE ST., NEW YORK,N. Y. 
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Corns, callouses, bunions, sore toes, weak or 
fallen arches, foot and leg pains, tired, aching 
feet, ingrown nails, “Athlete’s Foot”, chilblains, 
excessive perspiration of the feet, tenderness, 
tilting ankles, shoe pressure—what misery these 
and other foot troubles cause and how many 
millions of people suffer from them day in and 


day out! 


Are you making the most of the opportunity 
these afflictions offer you, by featuring your 
store as Foot Comfort Headquarters? 


It’s easy to do. Simply display the complete 
line of Dr. Scholl Aids for the Feet and let your 
customers see that you have the relief they so 
eagerly desire. 


Every Remedy, Appliance or Arch Support in 
the Dr. Scholl line is in good demand and can 
be sold at a good profit. Build up a business on 
Dr. Scholl’s nationally advertised Foot Remedies 
and Appliances in a big way—it pays big dividends! 


Free Services for Shoemen 
Visiting the World’s Fair 


If you or your friends plan to attend A Century of Progress, we 
invite you to avail yourself of the special services, facilities and 
courtesies which The Scholl Mfg. Co., Inc., extends without cost 
or obligation to you. 

1 , Have your mail and telegrams sent to you in care of us at the address given below. 


We will reserve hotel or housing accommodations for you in advance of your visit, 
or help you secure comfortable lodgings after you arrive, 


We will reserve your baseball, theatre, golf or sight-seeing tickets. 


railroad tickets. 


Give you the use of our offices for making and keeping business and social appoint- 
ments; put at your disposal competent stenographic help for your mail and keep 
you posted on the daily programs of interest at the Fair. 


THE SCHOLL MFG. CO., Inc. 


Travel Bureau Department 


213 West Schiller Street, Chicago 


4 Suggest and arrange varied lake excursions and look after your airplane or 
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SELLING DR. SCHOLLS FOOT 
COMFORTS IS BIG BUSINESS 


How Important do you make ut / 








FOR CALLOUSES 
Dr. Scholl’s Zino-pads 
epee nickly,remove 
hard dead skin with ab- 
solute safety. 35c box 





FOR BUNIONS 


Dr. Scholl's Zino-pads. 
Special size for bunions 
give instant relief to 
tender enlarged joints, 
prevent shoe pressure. 

35 box 





DR. SCHOLL’S 
TOE-FLEX 
straightens crooked or 
overlapping toes. In- 
sures safe, sure correc. 
tion. Retails at 75¢ each 





DR. SCHOLL’S 
ARCH BINDER 


relieves fatigue and foot 
pain due to ligamentous 
strain in the longitudinal 
arch. Retailsat $1.00 pair 





DR. SCHOLL’S 
SOLVEX 
Asure remedy for itching 
feet or toes, “Athlete's 

Foot"’, ringworm. 
Retails at $1.00 


Scholls Awws For THe 





DR. SCHOLL’S ZINO-PADS 
with MEDICATED DISKS 
The biggest selling corn, callous and 
union relief in the world. Accepted 
everywhere as the safest and most effec- 
tive treatment known ....... 35¢ 











The soothing pad protects 
the sore spot, eases pressure, 
and relieves the pain at 
once. Prevents sore toes 
from new or tight shoes, 


The new Medicated Disk 
safely and quickly softens 
hard tissue, loosens it so it 
can be removed without cut- 


ting or use of caustics. 

















DR. SCHOLL’S 
BUNION REDUCER 
relieves pain of bunions 
by removing shoe pres- 
sure. 75¢ each 





DR. SCHOLL’S 
FOOT-EAZER 

restores weak or fallen 
arches to normal. Worn 
in any shoe with com- 
fort. Retails $3.50 pair. 





DR. SCHOLL’S 
WALK-STRATES 


prevent crooked heels 
and keep shoes smart 
and shapely. Sizes for 
men and women. 35c pr. 












DR. SCHOLL’S 
FOOT BALM 
A cool, refreshing anal- 
gesic for hot, tired or 
sore feet. Retails at 35c 





DR. SCHOLL’S 
METATARSAL 


arch supports relieve 
pain and remove cause 
of callouses at ball of 


foot. Retail $3.50 up. 


DR. SCHOLL’S 
BROMIDROSIS POWDER 


Corrects perspiration 
odor emanating from 
bromidrosis of the feet. 

Retails at 50c 


FEET 
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EVERY WEEK 




















» HOW’S BUSINESS 4¢ 











Rochester Orders Pile Up 


RocHESTER, N. Y.—With history al- 
ready made in seasonal speed and pro- 
duction, Rochester district factories this 
week continued the fast pace they set 
two months ago, with no indication of 
pause as road men continued to pile up 
orders. 

The spurt has swept all branches of 
the business, including juvenile plants 
here and slipper factories in Dansville 
and central New York. The E. P. Reed 
Company of Rochester, running 2500 
pairs a day, moved to increase produc- 
tion by clearing basement space for 
new fitting machines and taking on 
more help. The W. B. Coon Company 
also is setting a fast pace above 2000 
pairs a day. The Sherwood Shoe Com- 
pany, Armstrong and Company and 
other big plants are up to capacity. Ju- 
venile plants speeded up last week to 
meet the pace set by the women’s fac- 
tories. 

On the Southern Tier all the Endi- 
cott-Johnson Corporation factories are 
setting a record for sustained produc- 
tion. Marshall, Meadows and Stewart, 
Dunn & McCarthy and the Robinson- 
Bynon Company in Auburn are equal- 
ing the pace. Dunn & McCarthy last 
week completed its new conveyor sys- 
tem in its Binghamton plant, which is 
expected to speed production even more. 
P. W. Minor of Batavia is running 100 
per cent of capacity. 

All factories have taken on more 
men and increased wages under the 
temporary N.R.A. shoe code. They are 
being repaid in the best business in 
Rochester district history. 





Experiences 60% Trade Gain 


BALTIMORE, Mp.—The excellent de- 
mand for products of the Cavalier Cor- 
poration, prominent shoe polish manu- 


facturers of this market has enabled 
the concern to experience a substantial 
increase in business for the first eight 
months of this year as compared with 
the same period of last year. According 
to James V. Lobell, president of the 
corporation, the monthly increases have 
varied and while some months the in- 
creases were not large the general in- 
crease for the eight-month period has 
been a healthy one and reflects the 
healthy condition of the concern’s busi- 
ness. 

Since July the Cavalier Corporation 
has effected a 60 per cent increase in 
its employment. Furthermore, in spite 
of this labor increase, the concern has 
found it necessary to operate its plant 
on an increased and overtime schedule. 

Mr. Lobell stated that the concern’s 
business in foreign markets is showing 
a fine, steady volume. This is helping 
materially to swell the total volume of 
its business. 








DATES TO REMEMBER 


Leather Opening ............... October 2-3 
Hotel Astor, N. Y. 

World Series Commence.......... October 4 

Columbus Day ..............-++: October 12 

UO, errr eS October 31 


Armistice Day 
Thanksgiving 
30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York........ December 4 
National Season Opening, Hotel Commodore, 
New York December 5-8 
rere December 25 
New Year's Day ........ .... January 1, 1934 
National Shoe Retailers Annual Convention 
at St: Louis... ...5.. cn. Jan. 8, 9, 10, 1934 
Middle Atlantic Shoe Retailers Association, 
20th Meeting and Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 
Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City...... Feb. 5, 6, 7, 1934 
Indiana Shoe Buyers Eleventh Annual Con- 


vention, Claypool Hotel, Indianapolis, 
eee Feb. 4, 5, 6, 1934 
[oR EO Tee April 1, 1934 














Boston Sales Gain 


BostoN—Retail sales in Boston stores 
have been making records during the 
first two weeks in September. Depart- 
ment store figures for August showed 
an increase of 25 per cent over those 
reached in August, 1932, and it is ex- 
pected that September wi!l show not 
only the usual seasonal gain over Au- 
gust but a wide gain also over Septem- 
ber of last year. 

Specialty stores are not sharing in 
the gain to the same extent as the de- 
partment stores, although in this spe- 
cialty store classification retail shoe 
stores are leading the list with gains of 
from 10 to 20 per cent above last year’s 
sales figures. The largest gains are 
being made in women’s shoes, with ju- 
venile footwear second and men’s shoes 
third. Men’s shoes, it is expected, will 
not register their greatest seasonal gain 
until the weather makes heavier types 
immediately imperative. 

There is no evidence that the public 
is refraining from buying because of 
higher prices. Quite the reverse seems 
to be true of the transactions to date— 
many having been made in anticipation 
of another price jump during the early 
Winter. 


Fifth Shoe Dept. Added 


Mr1AMI, FLA.—Burdine’s, Miami, has 
just added a fifth shoe department to 
their store. On the first floor is shown 
men’s shoes; inexpensive shoes for 
women are on the second and women’s 
high grade shoes on the third floor. 
Now on the fourth floor which has re- 
cently been assigned to children and 
young people exclusively and is known 
as the “Young Sunshine Fashion Col- 
ony”—a place where anything needed 
from the cradle through college grad- 
uation may be found; here Children’s 
shoes and the Young People’s Shoe de- 
partment will be located. Thus a com- 
plete shoe service is provided. 
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SEVEN MONTHS SHOE PRODUCTION SHOWS GAIN OF 64.7 PER CENT 





1932. 


ROOTS, SHOES, AND SLIPPERS, OTHER THAN RUBBER, JULY, 1953 


Statistics on the production of boots, shoes, and slippers, other then rubber, by classes and States, for July, 1955, as 
Bureau of the Census by 1,077 factories, are presented in the following tables. 

‘The total production of footwear in factories reporting for July, 1935, indicates a decrease of 5.4 per cent from June, 1935, and an increase 
of 64.7 per cent over July, 2952, Production during January-July, 19535, shows an increase of 21.4 per cent as compared with the same period of 


Table 1. - PRODUCTION OF BOOTS, SHOES, AND SLIPPERS, OTHER THAN RUBBER, BY CLASSES: JULY AN JUNE, 1955; JULY, 1952; 


AND JANUARY-JULY, 1935S and 1062 


reported to the 
























Production (Pairs) Per cent 

of 

Kind July Jun 1/ July Jan.-July Jan.-July increase 2/ 

Jan. - July 

1938 1933 1932 13 1932 1935 - 1932 
Boots, shoes, and slippers, total...cc.cscccsccceecece - | 38,660,645 | 54,661,125 | 20,442,068 | 206,794,905 | 170,505,616 21.4 
High and low cut boots and shoes (leather), total....ssessseses +e | 27,662,666 | 26,110,871 | 17,176,983] 174,017,586 | 142,867,537 21.8 

Men's: 

BENS c cccccccccoecs eesesenes jenewes ccceccccccccccecccccsccce | 5,962,589] 6,470,196 | 5,401,103) 36,693,471 | 28,133,579 30.4 
BR icvcevscsesecs * 2,345,306 | 2,569,644 | 1,734,368| 13,945,769 | 12,293,703 23.5 
Boys’ and youths’... 1,992,946] 1,932,261 | 1,161,249] 12,638,062 9,321,770 24.8 
Women'Besesccsees + | 12,550,575 | 12,060,632 7,825,200] 79,539,208 | 64,009,197 24.3 
SN IR IERINER, sock cctbunccsecesacbeseoont 3,052,204} 35,225,696 | 2,173,130/ 20,953,618 | 20,608,144 1.2 
UnfAnts' ceccccscccsesecsess PTETITITITITT TTT titi eeccccece eee 1,738,956 ° 2222 661,644; 11,247,156 9,411,144 19.5 
BUEN Ml acsu cask pansnnsuiecssecbessssenesctves seers casesesese 130,032 141,951 59,801 725,461 676,224 7.3 
Part-leather and part-febric...ssscccscccccccsssceccess seeseenen . 83,628 261,623 107,540 697,976 | 1,430,452 —37.6 
All-fabric (satin, camvas, Ot0.) S/secsccccesscscsesccess ° 295 , 204 667,718 253,952 3,556,455 4,641,212 —27.7 
Slippere e4 moccasins for house wear, total.. 4,48 ,911 | 4,530,985 2,220,099 20,550,456; 14,509,787 41.6 
All LOGE rs cesesscccccccisvscvcccesees qeece 1,170,260 965,176 467,145 5,117,603 2,989,904 1.2 
Part leather, felt, OtCsyssescsccccceccccece see | 3,304,643] 3,374,805 | 1,752,054] 15,432,653 | 11,519,793 34.0 
Barefoot eantels, end all other foot wear 4/ PPITTTISETT ITT tit 1,005,202 | 1,338,777 623 ,693 7,246,971 6,171,424 17.4 




















1. Figures revised to include data received after publication of June report. 

3. Excludes footwear with fabric uppers end rubber soles. 

4. In addition, factories reporting leather footwear, produced 300,570 pairs of rubber-soled footwear with fabric uppers during July and 
@ total of 2,779,655 pairs during the period January-July, 165. 


2. Aminus sign (—) denotes decrease. 








WASHINGTON, D. C.—The report on 
statistics covering the production of 
boots, shoes and slippers, other than 
rubbers, for July, 1933, just released 
by the Department of Commerce, Bu- 
reau of Census, showes a decrease of 
3.4 per cent from June, 1933, but the 
astonishing gain of 64.7 per cent over 
the month of July, 1932. 
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The footwear production for the 
month of July, 1933, was 33,660,843 
compared with 20,442,068 for July, 
1932, a gain of 138,218,775 pairs. 

Footwear production for the first 
seven months of 1933 showed an in- 
crease of 21.4 per cent as compared 
with the same period of 1932. In the 





seven months’ figures the slipper man- 
ufacturers of all kinds led all other 
divisions of the industry with an in- 
crease of 41.6. A larger percentage of 
increase was recorded for the leather 
slipper producers, which was reported 
to be 71.2 per cent. 

Men’s dress shoes for the same pe- 
riod reported a gain of 30.4, while 
work shoes followed closely with an 
increase of 23.5. Women’s shoes shared 
with other branches of the industry 
the improvement with a 24.3 per cent 
gain. 

The report also covers the produc- 
tion by States. Wisconsin led all other 
States with an increase of 37.2 per 
cent. New Hampshire was the lowest 
with 6.6 per cent improvement. Massa- 
chusetts, 12.5; Missouri, 23.6; Illinois, 
21.5; Maine, 17.2; New York, 23.38; 
Ohio, 28.8, and Pennsylvania, 27.0. 

The figures are compiled from the 
reports submitted by 1077 manufac- 
turers. 





E.-J. Wage Increase 


RocHESTER, N. Y.—Uniform wage 
increases of 5 per cent, representing an 
outlay of $1,000,000, its third boost 
since early June, will be put into effect 
immediately by the Endicott-Johnson 
Corporation, it was announced here late 
today. 

The action will affect 17,000 work- 
ers in Johnson City, Endicott, Bing- 
hamton and Owego factories. 

At the same time the company’s 
board of directors declared the regular 








quarterly dividend of $1.75 on pre- 
ferred stock and 75 cents on common 
stock. The dividend is payable Oct. 1 
to stockholders of record Sept. 21. 

Workers hereafter will be paid full 
wages, the increase being represented 
in elimination of the company’s deduc- 
tion of 5 per cent for support of the 
medical service division. Other in- 
creases in the past were 5 per cent, June 
8, and 10 per cent, July 31. 





Sales 30% Better 


SOUTHBRIDGE, Mass.—David Lenti, 
local shoe retailer, has an encouraging 
report on recent business, his sales 
from April 1 to Sept. 1 averaging ap- 
proximately 30 per cent higher than 
for the same period the previous year. 
Mr. Lenti explains that, while the aver- 
age increase has been at that figure, he 
has had weeks running as high as 50 
per cent better, which were off-balanced 
by weeks during which the sales just 
about broke even with the previous 
year’s record. 

Mr. Lenti believes that record during 
the Summer months indicates a good 
Fall business. 





Sees Less Price Resistance 


CLEVELAND, OH10—There is less price 
resistance at present than for any time 
in the past three years, says J. Harold 
Roberts, manager of the Stone Shoe 
Co. People, he says, are thinking in 
terms of quality once again and there 
is less shopping around. 
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ELFIN 


A DISTINCTIVE and superb 
prestige line of exquisitely styled 
welts of high, unwavering quality. Built to 
offer exceptional value in a popular retail price 
range. Sixty odd years of successful shoe mer- 
chandizing and a world of pride goes into each pair 
of ELFINS. Thirteen styles in 8 patterns are now in 
stock ready for immediate shipment. 








THE BERWIN—The delightful decorative appearance is created 

by the trim of genuine Calcutta lizard edged with perforations 

that reveal an underlay of contrasting color, 

5029- Black satin kid, genuine Calcutta lizard trim -$5.00' 
5229- Indies brown kid, genuine Calcutta lizard trim - 5,00 

5929 - Black suede, genuine Calcutta lizard trim - 5,00 













THE HARWICK—The richness and beauty of fine suede is set 
off by a calf trim on tip and foxing, bordered with decorative 
perforations and contrasted stitching. 


5928 - Black suede calf trim - $4.25 
6028 - Brown suede calf trim- 4.25 


ELFIN and Varsity Girl Shoes are priced to sell in the popular 
price range. Retailers everywhere recognize the sales-building 
possibility in these shoes. Our IN STOCK Department is always 
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When writing advertisers please mention Boot and Shoe Recorder 





VARSITY 
GIRL 


A NAME that seizes instantly 
upon the style-consciousness of 
thousands of girls and young women . 
a shoe that catches the eye with its trim styling 
and delights the soul with its unbelievable comfort 
... a revelation to the girl who admits that she is 
always on the go. Six styles in 4 patterns are now 
in stock ready for immediate shipment. 






THE RUGBY—The feather-soft, supple-strong Mandrucca leather 
is ultra-smart and adds the full measure of style that women are 
finding in Varsity Girl Shoes. 

5622 - Indies brown Mandrucea - $4.25 


oe 


THE PREP—Women whose first requisite in buying shoes is the 
comfort of the 58 last, will welcome this new and attractive 
design. 

5521- Brown calf -$4,25 
5021 - Black glazed kid- 4.60 
5221 - Indies brown kid- 4.75 


_ prepared with a wide range of styles, sizes and widths to meet 
the exacting demand of the times. Write today for our new Fall 
Elfin and Varsity Girl catalog describing styles carried in stock. 
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Labor Relations and Style Shows 


[CONTINUED FROM PAGE 38] 


association, disagreed with this and 
said such a thing would not be per- 
mitted. 

The consumer adviser asked the man- 
ufacturers to include in the code a 
provision guaranteeing against price 
increases greater than those actually 
necessary because of higher labor and 
material costs. 

Earlier in the hearing Cleveland A. 
Newton, on behalf of the American 
Shoe Manufacturers’ Association, asked 
for amendment of Article II of the 
code to provide geographical represen- 
tation on the planning and fair prac- 
tice board set up to administer the code. 
He proposed dividing the country into 
eight zones, with representatives on the 
national board from each zone, as fol- 
lows: 

Massachusetts, Connecticut and 
Rhode Island, 4 representatives; New 
Hampshire and Vermont, 1 represen- 
tative; New York, 4 representatives; 
Pennsylvania, Ohio, New Jersey and 
Indiana, 2 representatives; Maryland, 
Delaware, Virginia, West Virginia, 
Kentucky, Tennessee, North Carolina, 
South Carolina, Mississippi, Alabama, 
Georgia, Florida, 1 representative; 
Missouri, Illinois, Arkansas, Louisiana, 
Texas, Oklahoma, Kansas, Colorado, 
New Mexico, Arizona, Utah, Nevada 
and California, 3 representatives; Wis- 
consin, Minnesota, Michigan, Iowa, Ne- 
braska, South Dakota, North Dakota, 
Montana, Wyoming, Idaho, Oregon and 
Washington, 1 representative. 

Mr. Newton said he thought this 
would provide equitable representation 
not only for the various districts, but 
for smaller groups, such as stitchdowns 
and slipper manufacturers. 

Representation on the planning 
board was asked by Ernest A. Burrill, 
executive secretary, Associated Shoe 
Manufacturers, Boston; Raymond V. 
McNamara, Haverhill, Mass.; Leo 
Goodkind, president, National Associ- 
ation of Slipper Manufacturers, and 
H. O. Toor and Max Levin for the Na- 
tional Stitchdown Shoe Manufacturing 
Association. 

Mr. Selby assured the minority 
groups that they would be adequately 
taken care of by the planning board. 

The question of sanctity of union 
contracts came in for discussion when 
the hearing reached the clause in the 
code providing that contracts in effect 
June 16 shall be carried out if not in- 
consistent with the National Industrial 
Recovery Act. 

C. Chester Eaton, of the Brockton 
Shoe Manufacturers’ Association, said 
this clause should be retained in the 
code because it was an affirmative 
statement of the interpretation issued 
some time ago by Administrator Hugh 
S. Johnson and Donald R. Richberg, 
chief counsel of NRA. 

Joseph W. Bartlett, president, W. L. 
Douglas Shoe Co., also said the clause 
should be retained. He said his com- 





pany has spent many thousands of dol- 
lars in advertising that its shoes are 
union made and felt it has acquired a 
property right in the union stamp 
which is of great value. 

James H. Stone, manager of the Na- 
tional Shoe Retailers Association, pro- 
tested Sec. 6, of Art. VIII, of the pro- 
posed code, reading: 

“Style shows, shoe fairs and exhibi- 
tions have been found to be numerous 
and costly to the industry. Participa- 
tion by paying a fee to the sponsors 
or promoters of such affairs shall con- 
stitute a violation of this code, except 
meeting in St. Louis in January, 1934, 
and exhibitions or shows under the di- 
rection of the National Boot and Shoe 
Manufacturers’ Association, the Na- 
tional Shoe Retailers’ Association and 
Boston Shoe Fair, Inc., with no obliga- 
tion on the part of any manufacturer 
to participate. Nothing contained in 
this paragraph shall be construed from 
preventing regional meetings or con- 
ventions where no fees to the manufac- 
turer are charged or contributions re- 
ceived from them. This section shall 
not be evaded by provisions for asso- 
ciate or sustaining memberships, ad- 
vertising in programs or in any man- 
ner whatsoever.” 

Mr. Stone said: “Our conventions 
and shows have rendered a service of 
inestimable value to manufacturers and 
retailers. The most representative 
manufacturers of the country, hun- 
dreds of them, -have for years been 
proud to regularly attend our conven- 
tions because of the great benefits they 
have derived from them. Our conven- 
tion sessions are highly educational in 
character, drawing to them the most 
outstanding business men of the na- 
tion. Our Round Table Business Con- 
ferences have been models for many 
other associations to adopt. In short, 
our conventions really provide a post- 
graduate course in shoe retailing, all 
of which is planned to help the entire 
shoe industry to function more effi- 
ciently and to be more prosperous. 

The National Shoe Retailers Asso- 
ciation respectfully requests the elimi- 
nation of Section 6 of Article VIII, for 
the following reasons: 


1. It seeks to create a monopoly by 
confining shoe shows to those run 
by the National Boot and Shoe 
Manufacturers’ Association. 

2. It violates the very spirit of the 
National Industrial Recovery Act 
in its intent to give industry and 
commerce a “square deal,” as set 
forth in Section 3 of the National 
Industrial Recovery Act and in- 
corporated in the code of the Na- 
tional Boot and Shoe Manufac- 
turers’ Association’s proposed 
code. 

3. That it would, in fact, nullify the 
policy of fair competition in all 
NRA codes so far approved. 

4. That convincing evidence has been 
presented that many organized 
and individual manufacturers are 
supporters of the shows run by 
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our association and desire them 
to be continued. 

5. That it interferes with the rights 
and privileges of other associ- 
ations of the shoe and leather in- 
dustry and whose prior rights to 
recognition and consideration can- 
not be denied. 





William Sholem 


CHAMPAIGN, ILL.—William Sholem, 
81, one of the pioneer shoe merchants 
of central Illinois, died at the home of 
his son, J. J. Sholem. He had been ill 
for the past three years and had been 
confined to his bed for the past six 
months. Mr. Sholem led a full and 
eventful life which included being a 
circus ringmaster, stage coach driver 
and cowboy before settling down here 
as a retail shoe man in 1872. 





Sell Foot Health Through 
Windows 


[CONTINUED FROM PAGE 30] 


petition from department stores and 
general shoe stores. The store that 
maintains its position in the face of 
increasing competition must resolve 
first and foremost to be as aggressive 
in the field of promotion as the most 
energetic of its new competitors. 

In the various activities that com- 
prise modern sales promotion for the 
retail store, well coordinated news- 
paper advertising and window displays 
constitute a double barreled weapon 
that should form the retailer’s most 
effective arm of offense and defense. 
Today every successful merchant rec- 
ognizes the great value of effective win- 
dow displays as a means of bringing 
new customers, or prospective custom- 
ers into shoe stores. 

Many orthopedic stores have, in the 
past, been somewhat lax in the matter 
of window displays. Because the shoes 
they sold in greatest numbers lacked 
something of the dramatic quality of 
style appeal, they have apparently 
taken it for granted that their windows 
must be conservative in character. But 
there is no essential reason why this 
should be so. The orthopedic shoe 
merchant has a story to tell that is full 
of vital interest to thousands of people 
who pass his store and he can drama- 
tize this story as effectively through 
striking and interesting window dis- 
plays as can the style shop or the de- 
partment store. 

Good healthy feet, properly fitted 
with the right kind of shoes, play a 
most vital part in the activities of 
daily life and this fact can be empha- 
sized in window displays that will be 
interesting and vital as well as educa- 
tional. Two of the windows illustrated 
in the accompanying photographs are 
of the human interest type, showing 
men and women in action and thereby 
suggesting in the most effective way 
possible, how corrective shoes can be 
made to contribute to happiness and 
success in life. 
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\e YX 4 
Fancy brocaded shoe worn by the ladies Nw | 
of London in 1700. 








don’t try 
to interest Aer 
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Any shoe made with an outsole channel can develop a 
























Possibly some of your customers would be interested in the shoe of the year 1700. There’s 
something rather quaint about it. But the other “antique’— the shoe with the “peely” 


é sole. Surely no one wants that ¢oday. 


“‘Peely” soles have no attraction for anybody. They’re just a relic of the past—ugly and 


outmoded. And there really is no excuse for them, either, for the Compo technique of 





moulding soles and uppers into a single unit insures a smoothness of line — a “sole- 
smartness” which lasts as long as the shoe wears. Compo also eliminates the inside seams 


and ridges which mar foot comfort. 


Naturally, you are not interested in relics or antiques — no more are your customers. It 
is for their interest — and your own — to sell them shoes of the most modern construc- 
tion — shoes which are “sole-smart’””— genuine Compo Shoes. Compo Shoe Machinery 


Corporation, Boston, Massachusetts. 


Ome 


When writing advertisers please mention Boot and Shoe Recorder 





Not all cemented shoes are Compo 
shoes. Only those manufacturers 
using Compo equipment and Compo 
adhesives are authorized to supply 
you with genuine Compo shoes. 
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an economical manner. 
shoes and lower costs. 


INVESTIGATE ELAM'S 





ELAMS 
Pre Welt Show 


In addition to other special features, the Meco 
process of lasting which is used by Elam gives 
to distributors a shoe that is lasted perfectly in 

The result is better 
IT WILL PAY YOU TO 


2 to 8 MADE BY THE MECO PROCESS. 


F. S. ELAM SHOE CO. 


See Our Line at N. Y. Office 





Incorporate Elam’s Pre-Welt — 
Shoes into your fall stock. It 
will mean new profits and 
added prestige. 


PRE-WELTS SIZES 


M. E. FINNERTY, Sales Manager 





176 NORTH WATER ST., ROCHESTER, N. Y. 
439 Marbridge Bldg. 











Code Necessitates Closer 
Figuring 

Lynn, Mass.—Manufacturers here 
are busy conforming to the code and 
figuring its effects on the immediate 
future of sales of shoes. New sample 
lines are being made up under code 
terms, and new prices are being quoted 
also under code terms. 

Leather will have to be paid for in 
30 days or interest charged on the ac- 
count. So the tanners’ code requires. 
It looks as if shoes will have to be sold 
on shorter terms, so that the makers 
can get the money with which to pay 
tanners for their leather. Tanners are 
holding down production according to 
demand, and are not going to over- 
stock the markets and depress prices 
again, not if they can help it. 

The probability is that shoes will have 
to be figured more exactly so that pro- 
duction of bargain shoes will be re- 
stricted, and also orders placed earlier 
than formerly, so that shoe manufac- 
turers can calculate their requirements 
for leather. Buying of shoes for 1934 
is expected to start unusually early. 

The 40-hour week has become effec- 
tive without friction. A number of firms 
are increasing equipment and working 
forces, so as to make 48 hours of shoes 
in 40 hours of working time. Machin- 
ery firms are behind on orders for new 
machinery, and used machinery is not 
only higher in price than for any period 
since the war but it’s harder to obtain. 








Manufacturers are getting additional 
equipment as fast as it can be deliv- 
ered, so they will be prepared for the 
making of shoes under the new condi- 
tions of the code. 

Styles are finer and prices are higher. 


Shoe Polish Code Submitted 


BALTIMORE, Mp.—The Shoe Polish In- 
stitute preliminary code on hours and 
wages has been accepted by the National 
Industrial Recovery Administration, ac- 
cording to James V. Lobell, president 
of the Cavalier Corporation and one of 
the eight members of the executive com- 
mittee of the institute. The Shoe Pol- 
ish Institute has no officers such as 
president, vice-president, etc., but is 
governed by the executive committee, in 
each of whom equal power of authority 
is vested. The committee consisted orig- 
inally of nine members, but since the 
recent death of one of them, there are 
now only eight members. 

The preliminary code for the shoe pol- 
ish industry of the country calls for a 
forty-hour week and a minimum weekly 
wage of $12 for women and $15 for men. 
Since approval of this code by the Ad- 
ministration, all shoe polish manufac- 
turers have adopted it and are operat- 
ing under its provisions. 








Cleveland Fashion Show 


CLEVELAND, OH10—Over a dozen shoe 
dealers took part in the Fall Fashion 
Festival sponsored by Upper Downtown 





merchants on Sept. 7. From 4 p. m. 
to 7 p. m. the show windows of all par- 
ticipants between East Ninth Street 
and East Twenty-second Street were 
veiled. From 7 p. m. to 10 p. m. the 
stores celebrated open house and no 
selling was permitted. The windows, 
with sperial displays, were unveiled for 
this occasion. 

A huge merchants’ parade scheduled 
at 8 p. m. drew over 100,000 people 
to the downtown area and great crowds 
of people wandered into the shops to 
look over the special fashion exhibits 
and hear the musical entertainment. 

Shoe men report an added impetus in 
business the following day. It was be- 
lieved that the acquaintance of new 
persons with the stores would also mean 
material benefits for the future. 





Has New Children’s Department 


MINNEAPOLIS, MINN.—The Standara 
Clothing House opened a new Pied 
Piper department and invited mothers 
and children to meet the Pied Piper in 
person. Free souvenirs were distri- 
buted. 





New Shoe Department 


BALTIMORE, Mp.—A new edition to 
the retail shoe field has been effected 
through the opening recently of the 
Bazaar at Hollins Street and Carroll- 
ton Avenue. Shoes for women are fea- 
tured. Hosiery, lingerie and knit goods 
are also carried. 
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Art Rise Opens New Store 


SALEM, ORE.—The Virginia Lee Shoe 
Store, which has just made its initial 
3 bow in this community, is an excep- 
tionally high-class store. It has walls 
4 of marble to a height of 6 feet, which 
are trimmed in Philippine mahogany. 
The floor is tiled. Indirect lighting is 
used to good advantage. 

This store is owned by Art Rise, son 
of and successor to Jacob A. Rise, pio- 
neer Salem shoe merchant. Mr. Rise has 
conducted a shoe store here for the past 
22 years, so this new store in addition 
to the original one gives him two first- 
class locations on Commercial Street. 

The name of the store is taken from 
a well-known line of shoes which will 
be featured here. Men’s, women’s and 
children’s shoes will be carried in the 
popular price field. Special attention 
will be given to correct fittings and an 

y X-ray machine has been installed to 
i further that service. 





Well Known Shoe Man Married 


CLEVELAND, OH1I0O—Jay Harold Rob- 
erts, manager of the Stone Shoe Co., 
was recently married to Miss Alice 
Buell of Cleveland and has just re- 
turned from a two weeks’ honeymoon 
to Canada and the White Mountains. 
Mr. and Mrs. Roberts are now home to 
their friends at 16273 Brewster Road. 








L. P. Leverich in Atlanta 


ATLANTA, GA.—Leonard P. Leverich 
has been appointed new manager of the 
ladies’ shoe department of the Davison- 
Paxon Company, which has recently 
been greatly enlarged. Mr. Leverich 
comes to Atlanta from Newark, N. J., 
where he was connected with Bam- 
berger’s. 








Appointed Plant Superointendent 


RocHESTER, N. Y.—F rank Blaney of 
Lynn, Mass., this week was appointed 
plant superintendent for Huffine and 
Clarke, Inc., juvenile shoe manufactur- 
ing plan. He formerly was associated 
with the Melanson Shoe Company of 
Lynn. 








Vaughn Appointed Manager 


BIRMINGHAM, ALA.—J. W. Vaughn 
has been appointed manager of the 
Wheeler Shoe Store, exclusive store at 
Five Points. Up until several weeks 
ago he was with the French Bootery and 
has been in the shoe game in Birming- 
ham for several years. 





Casey Shoe Store Moves 


Lisson, On10—The R. J. Casey Shoe 
Store, successor to the H. F. Wilson 
Co., has moved to a storeroom in the 
Morron Block on South Market Street. 
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TILLIE 


P 534 BI’k Kid $3.85 
P 534-41 BI’k Suede $4.00 
P 534-40 Br'n Suede $4.00 
IN STQCK AAA TOC 


“The backbone of our business is Air-Tred 
Shoes. It is easy to sell Air-Treds. When 
the customer stands in the shoe, all we have 
to do is lean back on the stool and return 
her smile.” Name on Request 









“ Our initial advertisement sold about 70 pairs 
of shoes. You have an idea and a feature in 
Air-Treds that cannot be secured in any other 


of the many Welt lines now on the market.” 
Name on Request 











LONA 
W 232 Black Kid $4.00 
W232-16 BI'k Kid $4.25 
IN STOCK AAA TO D 


“Enclosed find order for 500 pairs of Air-Tred 
Shoes, to be delivered at once. We have 
built a strong, steady trade that calls for Air- 


Treds, and will accept no substitute. “ 
Name on Request 


NEW AIR-TRED FALL AND WINTER 
IN-STOCK CATALOG 
NOW READY 


Write For Your Copy Today 








* DIXIE 


W 180 Black Kid $3.60 
IN STOCK AA TOE 
A 


*“SHACKFORD 
SHOE 














AUBURN, MAINE 
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Sees Good Season Ahead 


PHILADELPHIA, Pa.—Stitches, stitches, 
and still more stitches, provide the 
prevailing motif for Steigerwalt’s finest 
afternoon and evening slippers. 

A smart model, designed to be worn 
with black frock and silver fox fur, is 
of, patent leather trimmed with dia- 
gonal rows of gray stitching. Pumps 
in black or brown of alternating bands 
of suede and kid are very popular for 
afternoon wear, as are slippers of suede 
trimmed with diagonal bands of braid. 

For a smart walking shoe, the alli- 
gator lizard is selected by the fastidious 
woman. One of the most attractive 
models trimmed with crocodile, is 
priced at $22.50. 

Jay F. Reist, buyer for Steigerwalt 
anticipates a big season for higher 
priced shoes. “The people who have 
for a long time confused economy with 
cheapness, are swinging back to the 
realization that quality is economy in 
the long run,” he explained. “The 


Steigerwalt store has never deviated 
from its standard of fine merchandise, 
and the early Fall activity despite the 


upward trend in prices is most gratify- 
” 





School Shoes Styled Up 


Cuicaco— School shoes for’ the 
smaller children are being styled up 
a bit this Fall, according to Marshall 
Field and Company. Shark tips which 
are unscuffable not only adds to the 
wear of the shoes but are “fashion 
right” in the opinion of the small cus- 
tomer. Successful selling of shoes to 
children today requires something of 
a two-way slant—wearability to appeal 
to the mother and a style appeal to the 
child. Smart salesmanship also intri- 
gues the enthusiasm of the wearer by 
giving the tips a few good, hard raps 
to show how durable they really are. 

Junior misses’ shoes (sizes 12 to 3) 
include as Fall favories ghillie ties in 
brown calf and kiltie oxfords in pig- 
skin with a brown calf trim. These 
have a fringed tongue and a strap over 
the instep. 

These same ghillies and kiltie tongues 
are also selling well to the Young 
Teens. Lots of brown and black suede 
are in demand with these older girls, 
too, it is said here. Shoes here have 
interesting details that lift them into 
the “style” class. Some calf pumps 
have interesting leather buckles. A 
two buckle oxford has one strap as 
extension of the tongue and the other 
| as a sort of a draw-string in the top of 
| the tongue. 
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Slipper Dye Demand Good 


BALTIMORE, Mp.—An unusually fine 
demand for spectrum eyes is being 
experienced by the Cavalier Corpora- 
tion, according to James V. Lobell, 
president. Mr. Lobell stated that this 
big demand indicates a great revival 
of tinting of slippers and the Cavalier 
Corporation is getting its share. 





Florsheim Seattle Store Moves 


SEATTLE, WASH.—A resplendent new 
Florsheim Shoe Store is being planned 
for Seattle, with the Florsheim Shoe, 
Inc., looking forward to occupying its 
new site by the first of October. The 
upper Second avenue shop of the Flor- 
sheim corporation will be moved to 307 
Pike street about that time if the reno- 
vators are then finished with creat- 
ing a glorious new store. A new 
front is being installed and extensive 
alterations made. About twenty thou- 
sand dollars, and probably more, will 
be expended on the new location which 
has been leased for a period of years, 
and where the store expects to make 
its future home for a long time to come. 








Ervin’s Shoe Store Registered 


PROVIDENCE, R. I.—Arthur Tubman 
| has registered Ervin’s Shoe Store, re- 
| tail, at 294 Arwells Avenue, this city. 











KENT 


AUTOMATIC 
GARAGE NEw yorkK 






The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 








day, the month 
service. 











. » - with or without 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 
44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 
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45th-STREET and BROADWAY 


Just think... mod- 
ern, new hotel, in the 
heart of New York— 
\ 200 feet from. Broad- 

a way, on: 45th Street. 
A room and bath for one, 
$2.50; for two, $3.50. 


H+ PICCADILLY 


WILLIAM MADLUNG, Mong. Dir. \ 


e NEW YORK 





























COME TO READING 


you will be delighted to visit the many 
spots of historic interest in this famous 
industrial centre. 
Make your headquarters at 
this Modern, Fireproof Hotel 
300 ROOMS 
RATES: $2.00 to $3.50 


Restaurant and Coffee Shop 
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yy FORMS emphasize 

good styling and good 
shoemaking. They create and 
stimulate the desire to buy 
becoming shoes—and make 
price secondary to pride of 
possession. In a word they 
make sales easier and more 


profitable. 


SHOE FORM CO. 
AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
Northampton, England Paris, France 


Frankfort, Germany Melbourne, Australia 





SHOES BY 
COURTESY OF 
AMESBURY SHOE CO. 
LYNN, MASS, 





ALL EYES FOCUS 


on 
well formed 
SHOES 
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Edison Branch in Denver 


DeEnvVER, CoLo.—The Edison Bros. 
Stores of St. Louis entered the Denver 
field Sept. 9 with the opening of a new 
Burt’s store at 906 Sixteenth Street, 
the location formerly occupied by the 
firm’s Baker’s store here. The shop is 
under the management of Al Becker, 
former manager of the company’s 
stores in Pittsburgh and St. Louis. 
Samuel B. Edison, secretary of the com- 
pany, and J. R. Arnette, district super- 
visor, were in town for the opening. 
They announced that other new stores 
will be opened shortly in Pittsburgh, 
Philadelphia, Chicago, Minneapolis and 
Oakland. 

The Denver store will specialze in 
popularly priced women’s shoes in the 
current high styles. A representative 
stock of hosiery and bags will also be 
carried. 

Newly decorated in modern fashion, 
the establishment is one of the most 
attractive in the city. 





Has Successful Opening 


LOUISVILLE—The Dan Cohen Shoe 
Store at 229 Fourth Street has been 
completely remodeled and _ enlarged, 
making it the largest individual shoe 
store in Kentucky. The floor space is 








120 by 35 ft., and the stock shelves and 
display counters down the center are 
low, giving an effect of spaciousness. 
The lobby to the store is wide and shal- 
low, with wide windows, giving much 
space to display shoes, against a back- 
ground of an attractively painted back 
wall decorted in outdoor scenes. 

At the recent opening there were 
about 6500 persons present, and ac- 
cording to the report of Manager Ralph 





Isenberg the store enjoyed the biggest | 
To Sell Men’s Shoes 


day’s sales in its history. The opening 
was advertised through the papers and 
through five periods of broadcasting 
over WLAP. Flowers were given away 
as souvenirs. A sales force of 32 clerks 
was present to give the public adequate 
service, though the permanent selling 
organization will be between 15 and 18 
persons. 


New Atlanta Store 


ATLANTA, GA.—The Hyde Shoe Store, 
located at No. 1 Peachtree Street, was 
opened Sept. 1. P. E. Hyde, well- 
known Atlanta business man, and Her- 
bert Hyde are owners of the store, while 
“Happy” White, formerly manager of 
the Douglas Shoe Store, in Atlanta, is 
manager. Herbert Hyde is assistant 
manager of the new store. 


Silver Store Opens 

Ottumwa, lowA—Silver’s Store, car- 
rying a line of women’s ready-to-wear 
and shoes, has just opened. 








Separates Wholesale Store 


BIRMINGHAM, ALA. — The wholesale 
division of the Greenwald’s Shoe Store 
has been divided from the retail end 
and a display room for the wholesale 
line is now open at 2310 First Avenue, 
North. The retail store will remain 
at 2104 Second Avenue, North, accord- 
ing to Max Greenwald. 


BALTIMORE, Mp.—The opening of a 
men’s shoe department by S. B. Eisen- 
berg, trading as Eisenberg’s, has been 
made possible through occupancy of 
larger quarters in the Arcade Build- 
ing, Harford Avenue near Hamilton 
Avenue. The Eisenberg men’s fur- 
nishing shop formerly was located at 
5400 Harford Avenue. 





Mathes to Enter Cleveland 


CLEVELAND, OH1I0—The I. Mathes & 
Son Shoe Co. of St. Louis will open a 
retail store at 1020 Euclid Avenue 
about Sept. 15, under style of Reed’s 
Shoe Store, handling women’s footwear 
only. While the company already oper- 
ates a chain of stores, this will be their 
first in Cleveland. The site chosen was 
formerly occupied by the Walk-Over 
Shoe Store. The store will be a large 
one and centrally located in the heart 
of Euclid Avenue’s shopping district. 
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WHERE TO BUY 
Men’s Shoes 
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MEN’S FINE SHOES 
OLD COLONY SHOE CO. — 


NEW YORK S BOSTON 
Marbridge Bidg. 10 High St. 


Shoes Now Retail $8.50 Up. 











A. E. NETTLETON CO. 
H. W. COOK, 
Syracuse, N. Y. 
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Men’s and Women’s 
Slippers 
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Ww. 8. CHASE & o, Sens INC., 
HAVERHILL, MASS. 

tm Stock Men's Full Leather Lined 

Handturned Slippers 

Priced from $1.35 
Kid Pullman Slippers 
colors and black witb 
p Pocket $125 
pper Pocket $1.50 
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Boston — Julius Hollander, vice- 
president in charge of the New Eng- 
land district for Amalgamated Leather 
Companies, Inc., celebrated the opening 
of their new offices and sales rooms at 
210 South Street last Wednesday with 
a buffet lunch served at the new store. 
The event was largely attended by a 
long list of old friends and customers, 
as well as officials from headquarters. 





JULIUS HOLLANDER 


Mr. Hollander’s long and honorable 
record of service with the Amalgamated 
Leather Companies covers a period of 
over 52 years and few, if any, men in 
the leather industry have a more inter- 
esting and noteworthy background of 
accomplishment. 

Entering the employ of the old firm of 
F. Blumenthal & Co. at Wilmington in 
1880, Mr. Hollander learned the busi- 
ness thoroughly, and his period of serv- 
ice embraces the time when the company 
was a 100 per cent importing firm until 
large tanneries were established at Wil- 
mington. He has been with them 
through all the years following and to- 
day, as energetic as ever and in the best 
of health, continues as its New England 
manager. 

Mr. Hollander is an active director of 
Amalgamated Leather Companies, Inc. 
of Delaware, and sales director, vice- 
president and general manager of the 
Boston company. He has always been, 
and still is, prominent in business and 
social affairs, both in Boston and New- 
ton, where he resides. He is director of 
the New England Shoe and Leather 
Association, a member of the Boston 
Boot & Shoe Club, the Boston Chamber 
of Commerce, the Newton Chamber of 
Commerce, and the Hunnewell Club of 
Newton. He also possesses six stripes, 
signifying 30 years’ membership in the 
Ancient and Honorable Artillery Com- 
pany. 
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NEW BOSTON OFFICE FOR AMALGAMATED LEATHER 





He is naturally and justly proud of 
the new sales rooms, which represent 
the very latest word in convenience and 
comfort. A number of innovations have 
been instituted, particularly noteworthy 
among them being the show booths, of 
which there are four, taking in almost 
one whole side of the sales floor. Each 
one is flooded with light from large, 
single-pane windows, and each is a com- 
plete booth in itself whereby each cus- 
tomer and salesman are given privacy. 

Many compliments received from 
their customers are clearly indicative 
of their pleasure in the new layout. 





Color Aids Shoe Workers 


WASHINGTON, D. C.—Color is a defi- 
nite physical and mental stimulant to 
the worker in boot and shoe plants, ac- 
cording to Wilbur J. Page, chief of the 
Shoe and Leather Division of the De- 
partment of Commerce. 

Plant managers virtually are unani- 
mous in agreeing that after machinery 
is given a coat of color not only are 
the machines kept cleaner, but the op- 
erators take a more personal interest 
in plant mantenance. 

“In this connection,” Mr. Page says, 
“my attention has been called to the 
case of the Freeman Shoe Company of 
Beloit, Wis., which found that over 50 
per cent of its women employees pur- 
chased green smocks with red trim as 
soon as the machinery was colored.” 

Perhaps the best known industrial 
use of color is that sponsored by Ar- 
thur Donovan president of the E. T. 
Wright Arch Preserver Company of 
Rockland, Mass. The elimination of 
eye strain for operators working on 
black shoes, with black thread, on black 
machines, was solved simply by paint- 
ing the machinery in light colors. 

A production official of the Florsheim 
Shoe Company, Chicago, states that in- 
creased cleanliness due to the use of 
color will decrease rejections, particu- 
larly on women’s fancy shoes. 





Harry Rosenfelt Opens Store 


STAMFORD, CONN.—Harry Rosenfelt, 
for five years manager of an A. S. 
Beck chain shoe store here, has opened 
the Mayfair Shoe Shop at 305 Atlantic 
Street, carrying a full line of men’s, 
women’s and children’s footwear. 





Maynard to Move 


SOUTHBRIDGE, MAss.— Maynard’s 
Shoes, Inc., for several years located at 
37 Hamilton Street, is to move soon to 
a modern store on Main Street in the 
midst of the shopping center. 

The store’s merchandising activities 
have been centered around their slogan, 
“A new pair if they don’t wear,” thus 
guaranteeing proper wearing qualities 
and proper fitting. 
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TRADE LITERATURE 


Analysis Charts Aid Settling 


Complaints 


Of the many evils besetting the retail 
shoe trade none is perhaps more de- 
structive in scope than the rapid growth 
of unjustified complaints resulting in 
demands for so-called gratis service. 

This involves anything from full new 
bottoms to replacing a worn pair of 
shoes with a new pair, regardless of 
actual justification or the type of store. 

In this connection retailers attempt 
to compete with one another while un- 
scrupulous customers deliberately take 
advantage of a situation-utterly lacking 
in defense. 

Some of these losses are passed along 
to the manufacturer while other retail- 
ers absorb an appalling amount of these 
losses. Unified and concerted action by 
all retailers in the treatment of com- 
plaints looms as an actual need and 
should be undertaken as a protective 
measure against this ruinous practice. 

It is suggested that educational prop- 
aganda be promulgated to define what 
the public may expect in the way of 
protection against shoe breakdown 
which in the last analysis should also 
be supported by the shoe manufacturers. 

In the Chicago area some progress 
has already been made in stemming the 
flood of unjustified complaints. Many 
of the leading retailers are sending out 
a unique package enclosure under the 
caption of “SHOE-OLOGY” which 
briefly explains what the customer may 
reasonably expect as gratis service and 
what service is ordinarily charged for. 

In addition a portfolio of Shoe-Ology 
Analysis Charts is utilized by those in 
charge of adjustments as an aid in 
promptly disposing of the more serious 
complaints. 

Shoe-Ology charts are assembled in 
loose-leaf binders, size 8 x 11, for quick, 
corroborative reference and display to 
the customer. Thirty-eight illustrations 
graphically portray symptoms, causes 
and analyses of major complaints show- 
ing the difficulty to be the result of some 
foot disorder in most cases and not a 
shoe condition as generally inferred. 
This method of adjusting claims quickly 
enlightens the customer, paves the way 
for making a legitimate service charge 
and precludes the possibility of a dis- 
satisfied customer. 

There is apparent need for construc- 
tive thought in this department of shoe 
merchandising and shoe retailers gen- 
erally appear anxious to support any 
movement that will tend to restrict 
gratis service and curtail resultant 
losses. 





Leather Opening 
New York, Oct. 2, 3 
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PROFIT 
can be 


BRIEFLY EXCESSIVE 


uncertain and fleeting 


WE DO OUR PART 


Or 


STEADY, SURE and SATISFYING 


Robinson-Bynon Shoes are made, 
styled, priced, and serviced to 
yield the latter kind. Any 
Robinson-Bynon dealer will 
confirm this statement. 





FRANKLIN 
B-5737 BLACK KI 
B-5738 BROW a K 
HARMONIZIN 
15/8 LEATHER 


neues SHOE CO. 


Auburn. New York 
e 


TRUE STEP 


$4.00 and $5.00 


D 
ID 
UP. My 

BAN HEEL. 





Shoes for Women 


Pyphr 


COMBINATION LAST 


ARCH SHOE 





DELRAY pager 

B-5735—BLACK KID B-51260—BLACK KID 

B-5736—B ney N KID B-5126I—BROWN KID 
HARMONIZING TRIM HARMONIZING TRIM 
15/8 LEATHER CUBAN HEEL. 15/8 LEATHER CUBAN HEEL. 
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WHERE TO BUY 
Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
PRICE COMBINATION 
$2.40 SOLES 

Right Foot 
Rubber 
Sole and Heel 

Left Foot 
Buckskin 


Sole—Rubber 
Heel 







Style No. 224 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 
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Shoe Trees 
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Self Adjusting Shoe Trees, 
A gentle squeeze inserts or 
remeves. Write for unique 
sales pian. 


SIMPLEX SHOE 
TREE COMPANY 


CHICAGO 





10S W ADAMS $7 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
\nfants’ Seft Seles...0-3 
intermediates 
Flexible Hard Seles... .2-8 
Send for In-Stook 
Catalog 





MRS. DAY’S IDEAL BABY 
SHOE CO. 


Locust St. Danvers, Mass. 
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2 MAIN ST. 
WILTON, MAINE 





GH.BASS & CO. 











To Manage Tucson Dept. 


Tucson, AriIz.—Phil Rosenthal of 
Los Angeles will be in charge of the 
women’s shoe department of the new 
Fine’s Department Store, 31 East Con- 
gress Street. Three lines will be fea- 
tured: the Schield Arch shoes, Paris 
Fashion Arch Mode and Paris Fashion 


Styles. Space for 1400 pairs has been 
provided. 
The “Kiddies Korner”—distinctive 


children’s footwear section in the base- 








New York, N. Y.—With 250,000 peo- 
ple in line and 2,000,000 watching, the 
gigantic NRA parade swung up Fifth 
Avenue with James J. Lyons acting as 
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LYONS HEADS HIDE AND LEATHER GIGANTIC NRA PARADE 








of the parade, shows, from left to right, 
J. Louis Nelson, secretary of the Tan- 
ners’ Council, James J. Lyons and 
the Kidskin Tanners. Judging from 


Marshall of the Hide and Zeather sec- their expression, they sure love a 
tion. This picture, taken at the start parade. 








Detroit Sales Gain 


DeETROIT—Shoe sale increases in the 
past few weeks have been remarkable. 
Increases figured in terms of sales over 
the corresponding month of last year, 
for August and September, with fig- 
ures now in, run much higher. Two 
prominent downtown shoe stores gave 
figures of 14 and 11 per cent increase, 
for instance, while a department store 
with one of the livest shoe departments 
in the city, showed 30 per cent in an 
average of all departments. These 
figures were verified by an official of 
the Detroit Retail Shoe Dealers Asso- 
ciation from confidential statements 
submitted. The influence of general 
business conditions was solely respon- 
sible, with no special sales efforts be- 
ing made by these stores during the 
current months. 


Remarkable Sales Increases 


KansAS City.—J. W. Showalters 
Shoe Store reports an increase in 
August of 115 per cent over the cor- 
responding August of last year. This 
increase is particularly interesting in 
view of the fact that all shoes were 
sold at regular prices. Mr. Showalter 
has had no sale in his store in the last 
year. He attributes this phenomenal 
increase in part to improved public 
confidence but principally to his set-up 
as Foot Health Headquarters backed 





ment—will stress Poll Parrot shoe. 





by consistently forceful advertising. 








As a fully authorized Foot Health 
Headquarters store carrying four well 
known brands of Orthopedic Shoes, 
Ground Gripper, Cantilever, Physical 
Culture and Dr. Kahler, Mr. Showalter 
has a shoe to fit every type of foot and 
a line of shoes of outstanding reputa- 
tion in their field for men, women and 
children. 

Customers may be fitted at Mr. 
Showalters store with the utmost con- 
fidence that they will receive not only 
expert fitting but the correct shoe to 
meet their individual requirements, 
whether it be flexible arch shoes, rigid 
arch shoes, or shoes with extended 
counters. This wide choice to be found 
in one store is the basis of the suc- 
cess of the Foot Health Headquarters 
idea. % 





Drive for 2000 Members 


ALBANY, N. Y.—One of the impor- 
tant accomplishments of the recent 
meeting of the Board of Directors of 
the New York State Shoe Retailers, 
was the decision to put on a drive for 
2000 new members. Ernest N. Park 
of Syracuse, was made chairman of 
the committee that will undertake this 
task. He will appoint an administrator 
in every county in the state with 
power to appoint sub-administrators in 
every city, village and hamlet. Mem- 
bership will be classed as follows: 
Sustaining, $10.00; Active, $3.00; As- 
sociate (manufacturers and traveling 
salesmen) $10.00. 
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Other Hotels under 
Ralph Hitz direction: 


THE RITZ-CARLTON 
Atlantic City 

THE BOOK-CADILLAC 
Detroit 

NETHERLAND PLAZA 

Cincinnati 

HOTEL VAN CLEVE 

Dayton 
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A DAY! 


Just imagine! You can stop at this smart new 
hotel for as little as $3 a day for one person, $4 
a day for two. Other rooms at $4, $5 and $6. 
Suites $10 for either one or two persons. 
Restaurant prices are economical too—4 
different restaurants with dinner and supper 
dancing nightly e The Lexington is located 
conveniently in the Grand Central district, 
with quick access to trains, theatres, shops 
and business centers. Try the Hotel Lex- 
ington the next time you’re in New York. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVE- NEW YORK 
Directed by Ralph Hitz - Charles E. Rochester, Manager 


| 
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Original Regal Store Moves 


PROVIDENCE, R. I.—The Regal Shoe 
Store moved into its new store Sept. 
15 with considerable impromptu cere- 
mony, for here in Providence, Elmer J. 
Bliss, president of the Regal Shoe Co., 
opened the first Regal store and per- 
sonally sold the first pair of shoes. 

Mr. Bliss said: 

“Today we are opening the newest 
Regal Shoe Store at 196 Westminster 
Street, between Kennedy’s and Brown- 
ing King, directly opposite the Journal 
Building. 

“T remember very well when I opened 
the first Regal Shoe Store in Providence 
39 years ago and sold the first pair of 
Regal Shoes in our little store on Dor- 
rance Street. A great many shoe stores 
have come and gone since 1894, but 
we feel pretty well acquainted in this 
town as we have been selling Regal 
Shoes to the people of Providence every 
business day for almost 40 years. 

“The Regal Code today is just the 
same as it was when I opened the first 
Providence store 39 years ago.” 

The management of this oldest Regal 
store falls on the capable shoulders of 
G. W. Kenneally, who believes that the 
next 39 years offers as many opportuni- 
ties for continuous growth as has the 
past 39 years. 








Vanity Slipper Shop Opens 


DENVER, CoLo.—Wall’s opened the 
Vanity Slipper Shop at 717 Sixteenth 
Street here Sept. 9, under the manage- 
ment of C. O. Tracy, former manager 
of the company’s store in Indianapolis. 
He has been connected with the firm 
in various cities for the last seven 
years. His assistant is E. Francis, for- 
merly with Baker’s here. 

The new store will handle only 
women’s novelty shoes in the $2.95 and 
$3.95 price ranges. 

The store measures 12 ft. by 60 ft., 
the interior being trimmed in wood 
rose. The entrance is of black Carrara 
glass in modernistic design and is indi- 
rectly lighted. 


Columbus Selling Better Shoes 


CoLumBus, OHIO—A number of the 
retailers in both women’s and men’s 
footwear declare that there is now a 
decided tendency toward better quality 
in shoes which necessarily means higher 
prices. While there is undoubtedly a 
good demand for the cheaper lines of 
shoes, still more people are asking for 
quality footwear and shoes retailing at 
$7.50 to $12.00 are selling better than 





has been the case in the past few years. 





New Company Formed 


CLEVELAND, OHIO—Good Shoes Inc. 
was chartered under Ohio laws on Aug. 
29 to operate a retail store at Cleve- 





land. Officers have not as yet been 
announced but the incorporators in- 
clude Saul S. Danaceau, William IF. 
Waldeisen and Edna Anderson. 





Has Nordstrom’s Children’s 
Department 


SEATTLE, WASH.—The children’s de- 
partment of the Nordstrom shoe stores 
have been placed under the personal 
supervision of Mrs. Margaret Simpson. 
A friendly, correct-fitting service for 
the youngsters is featured. 





Allen’s Branch in Cleveland 


CLEVELAND, OH10—The Berland Shoe 
Co. opened a new retail mart at 224 
Euclid Avenue on Sept. 2 under 
style of Allen’s shoe store. A _ wide 
choice of women’s footwear is offered. 


Cooley Opens Tucson Store 


Tucson, Artz.—The Peacock Shoe 
Shop will open here about Oct. 1 ac- 
cording to plans of Fred E. Cooley, who 
has owned and operated the Peacock 
Shop in Phoenix the past eight years. 
The Tucson store will be located at 16 
North Stone Avenue and will be a ma- 
jor department of Berk’s exclusive 
ready-to-wear shop for women, occupy- 
ing the same building. 

The new business will not be a Phoe- 
nix branch as shoe stock will come di- 
rect from the Peacock factory. 








WHERE TO BUY 
Spats | 










BOND STREET SPATS 
Enjey grea 


En ‘test demand 
because of many years 
sons! advertising in 


profit anes. IN 
TOCK FOR MEDI- 
ATE yy 2 In full 
selection col- 
ors and sizes. Write ter 
samples and prices. the 
oy — Seca Ge 


BOND 
STREET Spas 


8 On 8 ee 


WHERE TO BUY 
Pullman Slippers 


Ci ei eel 











$1.50 to $3 


Immediate 
Delivery 


Shoe Co., Inc. 
Baltimore, Md. 


2201 Asquith St. 











hi eli i li li ech eli ei elie eli eel eel 


WHERE TO BUY 


Hosiery Protectors 


a APP, CP AP PSO ETP OS 








SHOE we HOSIERY 


departme 
bulldi fits and ws int 
with ing pre toed 
WALK-EZE 
Stocking Protectors 
They Sell 
Themselves 


Only WALK-EZE’S are 
made of ented Kemi- 
4 Suede—the non-Injurious 
material that Is durable 

—washable—hygienle and 





Sizes for Women Protected by 
Men and Children Oieet Oe 

Order frem your jobber er CAN. 28102! 
WALK-EZE Sales Offices.Stamped on every par. 

Executive Office, Syracuse, N. Y. 

NEW YORK: 1141 Broadway 

CHICAGO: 114 E. Austin Ave. 

CANADA: 729 St. Anteine St., Montreal 











SPARTANBURG, S. C.—A new shoe de- 
partment opened this month by Pol- 
lock’s, Inc., in the Aug. W. Smith Co. 
store is being accepted as one of the 
most complete and pleasing shoe depart- 





>» STORE CHANGES 4 





Burt Branch in Minneapolis 


MINNEAPOLIS, MINN. — Burt’s Pari- 
Smart shoe store opened Sept. 9 at 
620 Nicollet Avenue. The store fea- 
tures women’s shoes and hosiery exclu- 
sively. I. M. Werbin is manager. It 
furnishes employment for 40 Minne- 
apolis people. District Manager Jos- 
eph Leon said in his travels in many 
weeks he had not found such good feel- 
ing and favorable outlook as he dis- 
covered here. 


Atkins Opens in Baltimore 


BALTIMORE, Mp.—J. C. Atkins, a new 
entrant into the retail shoe business of 
this city, has opened an establishment 
known as the Atkins Shoe Shop, at 
3804 Eastern Avenue. Shoes for the 
entire family are carried, with women’s 
shoes featured at $1.95 and men’s at 
$2.95. A hosiery section also has been 
opened. 


Fleischer to Move 


CANTON, OHI0O—Phil Fleischer, pro- 
prietor of Fleischer’s Shoe Store, 519 
Market Avenue, North, has announced 
that his store will move about Oct. 1 
to a new location on the south side of 
the public square formerly the Arthur 
Leather Shop. A sale is now in prog- 
ress at the Fleischer store. New equip- 
ment will be installed at the new loca- 





tion, Mr. Fleischer said. 


POLLOCK’S NEW SHOE DEPARTMENT IN SPARTANBURG 
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ments in the South. L. E. Gibson is 
in charge. He was formerly manager 
of the Belk Bros. shoe department in 
Charlotte, N. C. Price range in this 
department is from $5.00 to $14.50. 





Children’s Shoe Section Added 


CANTON, OHI0—Weils, recently op- 
ened women’s shoe store at 213 Market 
Avenue, North, announces the opening 
of a new footwear section for juveniles. 
New department located on the main 
floor of the store has installed fixtures 
and furnishings to harmonize with the 
main shop. New department is stress- 
ing children’s “Weil O’ Peds.” 


K. & K. Store to Move 


SAVANNAH, Ga.—The K. & K. Shoe 
Store is preparing to move into new 
and larger quarters at 307 West 
Broughton Street. The store, which 
is managed by Max Kassell, well-known 
Savannah shoe man, handles Friendly 
Five shoes for men and Enna Jetticks 
for women. In its new location a de- 
partment of children’s shoes will be 
added, it is stated, and there will also 
be a complete hosiery department. 








Shoe Store Incorporated 


New Lonpon, Conn.—Incorporation 
papers have been filed here for the 
New London Cash Shoe Store, Inc., 
with authorized capital of $50,000, of 
which $2,000 is paid in. Iman Elion- 
sky, who for a number of years has 
operated the New London Cash Shoe 
Store at 395 Bank Street, heads the 
list of incorporators. 





Plans to Enlarge 
New Beprorp, Mass.— The Self- 








Service Shoe Store is soon to remodel 
and enlarge its store. 
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Coming to 
NEW YORK? 


If so, come to 
the Victoria. In 
the very center 
of the city... 
yet quiet, restful. 
With a manage- 
ment that likes 
to make you 
comfortable. 


DAILY RATES 


The unusually large rooms . . the 
cheerful, efficient service . . . com- 
bined with exceptionally low rates for 
such quality . . . make the Victoria 
the outstanding hotel value in New 
York today! 


ICTORIA 


51st Street and Seventh Avenue 
New York City 


All rooms have pri- 
vate bath (tub and 
shower), radio, servidor, 
and circulating ice water. 


ROY MOULTON 
Manager 






















"| STOP AT THE 
HOTEL NEW YORKERaty 


because it's just a step 
to every important shoe 
activity in New York," 
said one of America's 
more important shoe ,#f 
buyers. 


Smart shoe promotions— 
intriguing gg i 
displays and immediate 
contact with New York 
shoe lines — right under 
your hotel window. 


Located in the silent zone, 
where an undisturbed 
night's sleep revitalizes a 
tired body he tomorrow's 





























work, 
2500 ROOMS 
NOW 400 
ONLY ej AND UP 













HOTEL NEW YORKER 


34th Street at 8th Avenue, New York Ralph Hitz, President 


Hotels Van Cleve, Dayton; Beok-Cadiliac, Detroit; Ritz-Cariton, Atiantic City, 
also under Ralph Hitz Direction 
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ILLINOIS COLLEGE 


OF CHIROPODY AND FOOT SURGERY 






tudents in Famous 
oot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 





CHIROPODY offers an attractive 
profession to those interested in entering the practice 
of this branch of medical science. 

Illinois College of Chiropody and foot Surgery is now 
in its twenty-first year as a leading educational institu- 
tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 
tin write the Registrar, Dept. RS-23. 





Illinois College of Chiropody and Foot Surgery 
327 North Clark Street Chicago, Illinois 





























Shop the Mar- 
bridge Building — 
Headquarters for 
Value and Style 


Under one roof... the showrooms 
of the shoe industry’s leading man- 
ufacturers . .. easily accessible to 
retailers and buyers, who, in one 
visit, may learn all that is new and 
smart in the shoe world. 

The coming season’s outstanding 
shoe styles are on display now at 
the Shoe Buying Centre in New 
York .. . the crossroads of the 
trade ... the Marbridge Building. 
Come and see them before you buy! 


BROADUIAY stage NEU! YORK 
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WHERE TO BUY 


Women’s Shoes 








HANNAHSON’S 


POPULAR SATINS 
In Stock 


RUTH 
$y-75 







X4016 Black Velvet 
40: 


72 Special Pump Last 
Write for Circular 


HANNAHSON'S 











HAVERHILL : : MASSACHUSETTS 
ORIGINAL 
FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 








4 KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 












No. 202 Blacke AZ 
Kid $2.50 


SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 


(Division of L. B. Evans’ Son Co.) 





WHAT TURNOVER? 
$5000.00 SALES 
FROM A 
$400.00 STOCK 
OF TWO SHOES 


(dealere name 
upon request) 





ye 

Clara Ha Shoe 
Builds Business 

SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINNESOTA 




















| 
} 
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> ON THE SELLING END <« 


News of the Travelers and Sales Activities 








A. W. Slater Covering Michigan 


Albert W. Slater, who has covered 
Michigan for the past nine years sell- 
ing women’s shoes, has made two very 
fine connections which will enable him 





ALBERT W. SLATER 


to serve his trade exceptionally well. 
Right now he is calling on his host of 
friends in Michigan with the well known 
Robinson-Bynon and the Marshall, 
Meadows and Stewart line of women’s 
welts. 

This combination of two manufac- 
turers of fashion welts permits Slater 
to show his trade a complete line of 
shoes which retail from $4 to $8.50. In 
addition to his regu'ar territory, Slater 
will cover Ohio and Indiana. 


RS | Lion Moves Headquarters 


Among the many changes in the 


| New York Market Wholesale District 


| 


| nenschein. 


quarters by the Lion Shoe Co. 

Lion has erected a new showroom 
and business headquarters at 145 Duane 
Street in the very heart of the district, 
that is the last word in construction 
and decoration. The formal opening 
was held Sept. 6. All the Lion cus- 
tomers and friends were there to con- 
gratulate the executives and personnel 
on the constructive forward move. 

Louis Edelstein is president and 
treasurer of the Lion Shoe Company, 
Joseph Levy, secretary, Milton Son- 
In addition to the officers 


| other executives are: J. W. Kirby, in 





charge of credits; Joseph Greenzweig, 
in charge of sales and Jean Sidney 
Edelstein, son of Louis Edelstein who 
assists his father in the administra- 
tion of the business. There are seven 
salesmen employed in the Eastern Sea- 
board territory. 





S. M. Montgomery to Wed 


S. M. (Monty) Montgomery, popular 
Eastern representative of Capitol Shoe- 
makers, Inc., St. Louis, soon will be- 
come a benedict. Oct. 7 is the date. 
Miss Estelle Shaifer of Port Gibson, 
Miss., is the bride-to-be. The wedding 
will take place at St. James Episcopal 
Church at Port Gibson. Monty got 
his early shoe experience with the Lund, 
Williams Shoe Company and the Inter- 
national Shoe Company. For the past 
eight years he has been with Capitol 
Shoemakers. 





KARL HEIMBERGER MAKING 
RECORDS 





Karl (himself) Heimberger is making some great 

records with Kali-Sten-Ik shoes in Maryland, 

Pennsylvania, West Virginia, and Ohio. Karl is 

one of the “old guard” but is still going strong— 
a great guy with a great line! 











Shoemen Shoot Golf 


The Milwaukee and Racine and some 
Chicago Lads gathered for their final 
golf outing last Thursday at the Racine 
Country Club, where some good and 
some bad golf was played, with the 
money machines the real winners! 

Everybody made blind bogey. They 
were good guessers on their handi- 
caps! H. Klee drew first prize, while 
the following edged in on golf balls: 
Rick Vohl, H. MacDonald, of Omaha; 
Alex Mueller, E. Schmidt, John Ward, 
Dan Gutmann, Percy Wilson, J. G. 
Milligan, C. F. Becking, while N. Fel- 
ton of Richard Young drew the prize 
for the largest score 149. The promi- 
nent guests included the “famous” 
Ted Simons, and Harry Silver, Bill 
Morgan and Frank Kelley. 
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MEN WHO TRAVEL 
KNOW THE BEST 


Look for the 


“D” 


United Shoe Machinery Corporation F F ; 
BOSTON, MASSACHUSETTS 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 


An added feature: 
8 cards 314” x 4’. 
















IF the shoes in your windows 


could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 

tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 
RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 
show cards. 

Samples will be sent on request 


























OCTOBER 


Corn color board; de- 
sign in orange, green, 
and black; text in black. 


Sise: 8x14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 


Without Text: 35¢ each 


ay 


OCTOBER 
HARMONIZING 
TICKET 


Available to non-show 
ecard subscribers at 
prices listed below. 


Le di 














1595 


ae 
| 
le 
| 







































ae po — bata mae — — “7, ewer “7, _ n 
“ ~ y a a seahe Yan tern = — a am yer 34 ny take ~~ 
vange. Yellow. No... 
Attractive Hand Lettered Price Tickets “or? aa, 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK id 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 i___ 


dee table Clips for tickets: * gross re =. 
ts at any angle) 
«x» Shoe Carton Tickets: 500 @ $1.55, 1000 1000 e $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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Annual Display Card Service 
Includes 


BXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim. are 35¢ per fifty, additional. 





HOLDERS 


Oval base — bur- 
nished gold— 


three color trim. 








These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 


and 
Comfortable, 
A a 
‘~its eer 


&% 











Merchants Service Dept. 
BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, Ill. 


Select the Service You Wish— 
Mail Coupon—See Sales Jump! 
SERVICE NO. 1—$5.00 monthly: 


12 display cards .. . 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards ... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards .. . 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 
Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with October, for card service 


NWiescccncs » for one year, consisting of........ card 
holders (with the first month’s service), ........ cards 
GM ce ces blank tickets each month—OR—........ 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $........ per year, payable $........ 


per month. For cash in advance, full year’s service, 
‘ 5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
: (If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
: $1.00 per month additional for each month’s service | 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) : 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


Soe cass Fivcces » ree Ee otc. » See . Peer ' 
SOM NGM os 3 cosh ees Sadeses awd notadeneedaake 
CN hoa 65 sek Hes No tseiiclenHbeeeS eae wesenseede 
SGA SS 8 oe leu detwedcnenxecsantie daugerd ee 
CHEE sa cwoade: Hidcctencded Shas cs Sew eadezewes 
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CLAWIFIED ann WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


e 9 e ¢ 














SALESMAN WANTED 


POSITION WANTED 


MERCHANTS’ NEEDS 











INE of work shoes and leather boots in 

medium and better grades, including short 
tine of Men’s Dress Oxfords may be available 
to right men in following territories: Miss. & 
La.; Pennsylvania; Western N. Y.; Maine, New 
Hz amp. & Vt.; West Va. & Md.; Nebraska; 
Wash., Ore. & Idaho; N. J. & Del. Straight 
commission basis only. Settlements twice monthly 
on shipped business. No objection to non-con- 
flicting side line. Give references, experience 
and other essential facts. Address D-476, care 
Boot & Shoe Recorder, 367 West Adams St., 
Chicago, Illinois. 








HELP WANTED 


WANTED: Foot specialist--Must be school 
of Chiropodist graduate. Communicate with 
©'Donnell-Seamens Company, Ironwood, Mich. 











LINE WANTED 


ANTED--Line of Women’s or Children’s 

Shoes. Have wide and favorable acquaintance 
in Middle West territory. Good references and 
sales data furnished. Address D-482, care Boot 
& Shoe Recorder, 367 W. Adams St., Chicago, 
Ill. 











SAL ESMAN desires factory line for Eastern 
Pennsylvania, New Jersey, Delaware and 
Maryland. Men’s and Boys’ line preferred. 
Over 10 years with one house. Best references. 
Address D-481, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





WANTED: Ladies’ medium priced line of 
novelties and line of Boys’ shoes for New 
England. Address D-477, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 





ANTED: Line of popular priced ladies’ 

novelties or house slippers for New York City. 
Large following of well established accounts. 
Address D-478, care Boot & Shoe < nae 239 
West 39th Street, New York, N 








FOR LEASE 





IGH class Southern department store is 

desirous of leasing established shoe depart- 
ment to responsible party. Address D-479, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Merchandise Manager 
Available 


—The writer of this advertise- 
ment is at present employed, 
but owing to unfavorable condi- 
tions existing within, is desirous of 
making a change. Has an enviable 
record as a sales executive in both 
manufacturing and wholesale divi- 
sions—is adaptable and energetic, 
and able to cope with present-day 
changing conditions. Best of refer- 
ences furnished. 


Address D-480 
Care BOOT & SHOE RECORDER 
239 W. 39th Street, 
New York, N. Y. 











RETAIL SHOE MAN with many years’ ex- 
perience is open for connection either as a 
buyer or assistant with a reputable concern. 
Have had both Dept. and Retail Shoe Store 
Experience. For the past 3% years Dept. Man- 
ager for a chain store. The right connection is 
of more importance than immediate salary. 
Werner Rolf, 1401 7th Avenue North, Fort 
Dodge, Iowa. 








SHOE, salesman, married, age 35 years, 15 
years’ exp., ticket writer, all round man. 
Best of ref., will go anywhere. Maurice M. 
a 46 Ft. Washington Ave., Manhattan, 








New Department Store 


OTTUMWA, IowA—The new depart- 
ment store here, The Home Department 
Store, reports an exceptionally good 
opening business. They feature this 
slogan in their advertising, “Patronize 
the HOME STORE.” A general line 
of dry goods and shoes are carried. 


New Family Shoe Store 


NEw LONDON, ConNn.—John Elion has 
opened a new shoe store at 79 State 
Street, carrying full lines of footwear 


New /mproved \ 
uy Cup 
for Price’ Tickets 
$4.00 $2.25 


gross half gross 
Tilts at any angle 








M. D. POLLINGER CO. Holland Bidg., St. Louis, Mo. 











WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We w'll buy surplus or entire stocks of shoes 
from manutacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 











POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases d Tr tions confidential 














WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. ~ Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 
IRVIN RUBIN 
“The House of Jobs’’ 


89 Reade St. Cor. ges 
New York City 








Phone Barclay 7-7887 











for men, women and children. Among 


the lines carried are Wilbur-Coon, Sher- 


wood, Enna Jettick, Nunn-Bush, Freed- 
man & Son and Peter Pan. 





Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
** Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum charge 
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MERCHANTS’ NEEDS 


| MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











Announcing 


A DIRECT FACTORY SERVICE 


Charts 


QD shoe. ology 


FOR SHOE STORES . 


Affords typical factory technique for the more difficult ALTERATION 
of high grade shoes such as making shoes longer or wider, removing 
gaps, lowering vamps, replacing straps, or heels in addition to fine new 


bottoms for turns, welts 
Send your difficult jobs to us, 


» Compos, ete. 


NEW! Shoe-ology Analysis Charts with 38 illustrative diagrams help 


you to combat unjustified complaints. 


plaints to be a foot disorder and not 
ing merchants. 


R 
——@ BEE HIVE SHOE REPAIRING CO. 
CHICAGO ®@ 


Serving the better stores since 1916. 


us 117 North Wabash Ave. [ ) 


WE DO OUR PART 


Sent C.0.D. $2.50 on 10 days’ approval. 


Graphically portray most com- 
a shoe condition. Now used by lead- 
Order at once. 


Originators of Shoe-ology 
206 South Wabash Ave. 














Unique Shoe Department 


CLEVELAND, OHI0O—The Higbee Co. 
has just opened a new department in 
the basement shoe section known as 
“Storytown.” The department is con- 
structed in the form of a house with 
green and yellow color scheme and with 
large hand paintings flanking both in- 
terior and exterior. The inside pictures 
are framed in a cut-out forward wall 
and individually lighted for display. 
The paintings tell a story of footwear, 
depicting the shoes of many countries 
and generations with popular appeal for 
the kiddies. A brief description is let- 
tered beneath. Seats are in the form 
of divided benches, blue in color and 
there are wooden footstools of blue and 
green. The department was built for 
the specialized sale of Billiken’s shoes 
for boys and girls. The opening of 
“Storytown” was heralded in newspaper 
ads. 


Doubles Store Size 


Des Mornes, lowa—A_ tremendous 
increase in business has forced I. Liv- 
ingston to seek additional selling space. 
The room next door has been leased, so 
that this year old firm has now double 
the space it formerly enjoyed. 





HOUSE SLIPPERS SALES REASON 


The remarkable increase in the sale of slip- 
pers and moccasin type house shoes, veteran 
shoemen tell us, may be attributed to the jig- 
saw puzzle craze and other hobbies which in 
the past two years have kept mother, dad, big 
brother and sister, too, at home, and with the 
introduction of several nationally known “hobby” 
magazines, we look for a further increase in the 
house slipper. 

Up to the end of July 20,550,456 pairs of 
slippers were produced as against 14,509,787 
pairs for the previous year. 


DeWitt Opens Own Store 


Cuicaco—J. R. DeWitt, formerly 
manager of the children’s department 
at Alfred J. Ruby’s, announces the op- 
ening of a children’s shoe store at 1205 
Devon Avenue. 

Smart, attractive little announce- 
ments emphasize the need for the child’s 
footwear to be scientifically designed 
and correctly fitted. Attention is also 
called to the demand for style in shoes 
for the younger set and to the value of 
wearability. No prices are quoted. 


Has New Store Front 


Des Moines, lowA— The Donovan 
Shoe Co. who has been operating in the 
shoe business here since 1877 selling 
quality shoes, has installed a beautiful 
new front in their place of business. 





To Sell Men’s Shoes 


MosILE, ALA.—The Robinson Cloth- 
ing Co., a new men’s store is to open 
at 167 Dauphin Street and will be oper- 
ated by A. A. Robinson. A line of 
men’s shoes will be handled. 





Leases Shoe Dept. 


WATERBURY, CONN.— The Lorraine 
Shoe Co., operating a retail shoe store 
at 193 Main Street, Bristol, has opened 
a leased apartment in the department 
store of the Miller & Peck Co. The de- 
partment is located on the ground floor, 
the former Miller & Peck store-owned 
shoe department in another part of the 
building having been discontinued. Full 
lines for women, misses, boys and chil- 
dren are being carried, with the Queen 
Quality line featured. David A. Lip- 
man is president and treasurer of the 
Lorraine company. 








SHOE STRETCHER 





VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves 
and permanently corrects tight-fitting 
shoes. Raises vamp from throat to tip. 
Lengthens too short shoes. Made of 
best grade of cold rolled steel, nickel 
plated. For sale by shoe findings jobbers 
and wholesale shoe houses everywhere, or 
send your order direct to us. 

with 3 sizes 


$5.90 COMPLETE “hit 
NU-WAY SHOE STRETCHER CO. 


4367 Duncan Ave. St. Louis 











Concord Booterie Opens 


Concorp, Mass.—The Concord Boot- 
erie, a new shoe store, has been opened 
here at 43 Main Street, selling men’s, 
women’s and children’s shoes with hosi- 
ery departments. Bostonian and Ground 
Gainer shoes are featured for men, 
Doctor Clinton and the Lumbard shoe 
for women and Kamp-Kraft for chil- 
dren. 


New Family Shoe Stores 


ROANOKE Rapips, N. C.—A new shoe 
store has just been opened here under 
the name of “The Fair, Inc.” S. Marks 
is treasurer and general manager. A 
popular priced line of shoes for the en- 
tire family will be carried. 





New Zanesville Store 


ZANESVILLE, OHI0O—Fred W. Morri- 
son, Inc., has been chartered with a 
capital of 75 shares of no par stock to 
operate a retail shoe and hosiery store 
on Main Street. The incorporators are 
Fred W. Morrison, Lynn A. Morrison 
and Minnie E. Morrison. 








LACING HOOKS COMING BACK? 


Are lacing hooks coming back? While still 
being used in the high custom-made boot made 
up on special orders by many manufacturers, 
stylists have created many new novelty effects 
for women in which the hooks are being used as 
a novelty or ornamental feature. 








ASP aoe 








64 




















BOOTS AND SHOES 
oe Co., Lynn, Mass. ........ 23 


mesbury 
anit W iiliannoon Shoe Co., Auburn, Me... 49 


Bass, G. H., & Co., Wilton, Me............ 54 
Brauer Bros. Shoe Co., St. Louis, Mo.....6-7 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. 54 
Brown Shoe Co., St. Louis, Dinesh ene0dnene : 35 
Chase, W. S., Sons, yg ee 52 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 
BENGE: cccvcececses Sa Giebuwieks oss cas en ae 


Ebberts, John, ay & Co., Buffalo, N. Y..... 58 
Elam, F. 8., Shoe Co. Rochester, N. Y..... 48 
Erwin Shoe Co., New OE ae 41 
Evans’ Son, L. B., Co., Wakefield, Mass... 52 


Florsheim Shoe Co., Chicago, Ill. ........ 25 
Friedman, B., Shoe Co. .» New York City.... 41 
Friedman-Shelby, Be Se EL ccccewence 8 


Gilbert Shoe Co., Thiensville, Wis......... 1 
Golo Slipper Co., Inc., New York City.... 40 
Green Shoe Mfg. Co., Boston, Mass. 


Back Cover 
Hannahson’s, Haverhill, Mass.............. 58 
Jarman Shoe Corp., Nashville, Tenn....... 10 


Lazarus Fried & Sons, Inc., New York 


rer ee rer ee 40-41 
Levey Brothers Shoe Co., New York City.. 40 
Lion Shoe Co., Inc., New York City...... 41 


Minor, P. W., & Sons, Inc., Batavia, N.Y. 3 

Mishawaka Rubber & Woolen Mfg. 
Mishawaka, Ind. .............. Second Cover 
— Day’s Ideal Baby Shoe Co., Danvers, . 
OD) 6501656 0010506040065 00 6b 6050 660600.5686 4 


Nettleton, A. E., Syracuse, N. Y.......... 52 
Nunn, Bush & Weldon Shoe Co., Milwaukee, 
ME 2066 Uee es censenesessueane Third Cover 


Old Colony Shoe Co., Brockton, Mass..... 52 


Reed, E. P., & Co., Rochester, N. Y...5-37-45 
Richards & Brennan Co., Randolph, Mass. 52 
Roberts, Johnson & Rand, St. Louis, Mo... 33 
Robinson-Bynon Shoe Co., Auburn, N.Y... 53 


Saks, M. J., Shoe Corp., New York City.. 40 
Shaft-Pierce Shoe Co., Faribault, Minn... 58 
Smith, J. P., Shoe Co., Inc., Chicago, Ill.. 58 
Swan Shoe Co., Baltimore, Md............. 56 


United States Shoe Co., Cincinnati, O. .... 29 


Vaughan-Towle Co., Wakefield, Mass...... 58 
Weiss, J., Shoe Co., Inc., New York City.. 40 


LEATHER AND OTHER MATERIALS 


Goodyear Tire & Rubber Co., Akron, O...26-27 


Kistler Leather Co., Boston, Mass. ....... $1 
Vulcan Corp., Portsmouth, O. ....Front Cover 








AND SHOE RECORDER 


Boor 
combining THE SHog RETAILER, Sept. 23, 1933 


A BUYING GUIDE TO 
OUR ADVERTIVERY 


IN THIF 


ie tee ke 





LEATHER SECTION 


Agoos Kid Co., Inc., ageen BRAGG. cs ccccce 67 
Allied Kid Co., Boston, Mas: 
 - Leather Cos, seen gel0el 


Seem eee wee eee eenseseeereeeseee 


Pm “William, Co., Philadelphia, Pa....... 108 
Bayer-Robertson Co., New York City...... 73 
Colonial Tanning Co., Boston, Mass....... 66 


Eagle-Ottawa Leather Co., Whitehall, Mich. 70 
Eisendrath, B. D., Tanning Co., Milwau- 
er re 
Evans, John R., & Co., Camden, N. J... .78-79 
Foerderer, Robert H., Inc., eevee 
Bille. B566000s50ccencseeseredereneeteanaet 


Gallun, A. F., & Sons, Inc., Milwaukee, Wis. 97 
Hamel, L. H., Leather Co., es, 


MNES vdatncevawseescessunee uence tives 
wabsohuen, E., & Sons, Philadelphia, Pa.. tor 
Hunt,Rankin Leather Co., Boston, Mass....111 


as gga A. €., Leather Co., Peabody, 
ETS TTT re ee eee 102-103 


Mas: 
Seuens G. & Co., New York City........ 68-69 
McNeely Div. of Allied Kid, Phila., Pa.... 90 


Neumann, R., & Co., Hoboken, N. J.....109 

New Castle Leather Co., New York City.. 89 

Northwestern Leather Co., Trust, Boston 
MBS. <ccsctedcnsheteg encase etivcitve vevwe 98-99 


Ohio Leather Co., Girard, O............. 82-83 
Quaker City Div. of Allied Kid, Phila., Pa.. 91 
Rapco Leather Co., So. Milwaukee, Wis... .110 


Special Div. of Allied Kid, Boston, Mass.... 92 
Standard Div. of Allied Kid, Boston, Mass.. 88 
Surpass Leather Co., Philadelphia, Pa...... 100 


Tanners Council of America................ 72 
Trostel, Albert, & Sons Co., Milwaukee, 
Ws. 0 6eaneocennessspeeek ecvasowenss tace 104 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
ETC. 


Compo Shoe Machinery Corp., Boston, Mass. 47 


United Shoe Machinery Corp., Boston, 
PRS: <vveconcess cbsbsG6s0905964 008 2-4-39-59 


SHOE ACCESSORIES 
Nu-Way Shoe Stretcher Co., St. Louis, Mo.. 63 


Pollinger, M. D., Co., St. Louis, Mo....... 55 
Scholl Mfg. Co., Chicago, <" Ee eRe AON 42 
Shoe Form Co., Auburn, N. Y............. 51 
Simplex Shoe Tree Corp., Chicago, Ill. .... 54 
Williams Mfg. Co., Portsmouth, O. ........ 56 
MISCELLANEOUS 


Bee-Hive Shoe Repairing Co., Chicago, Ill. 63 


Hotel Berkshire, Reading, Pa.............. 
Hotel Lexington, New York City.. gs 
Hotel New Yorker, New York City. 
Hotel Piccadilly, New York City.. ae 
Hotel Victoria, New York City............ 


Illinois College of Chiropody, Chicago, Ill. 57 
Irvin Rubin, New York City.............. 62 


Kent Automatic Garages, Néw York City.. 50 
Kirsch-Blacher Co., Inc., New York City.. 62 





Marbridge Bldg., New York City......... 57 
Poster & Deutsch, New York City......... 62 
Walk Eze, New York City................ 56 








THIS WEEK'S BOUQUETS 








The Bigger They Are the More Facts 
They Need 


We can truthfully say that we regard The 
Boot and Shoe Recorder as a splendid 
source of information bearing upon current 
developments and ideas in the shoe business. 

Our four copies each week go before our 
executives and buyers for their individual 
study, and often times for their subsequent 
group analysis and discussion. The subject 
matter is thoroughly gleaned and we trust 
it is helping us to do a better and more in- 
telligent job of ae 4 

L. Gude, Los Angeles. 


From Way Down East 


We want you to know that we appreciate 
your attitude toward us, especially in keep- 
ing on sending your wonderful magazine to 


us. 
Our check went forward and you have, no 
doubt, received it by this time. 
We read the “Recorder” from cover to 
cover each week, and it certainly helps us 


to carry on. 
P. A. Sirois, Caribou, Me. 


I am pleased to inform you that the 
Recorder can now be sent to Babusen & 
Davis at Kearney. We consider the Re- 
corder the best shoe tonic obtainable and 
read it from cover to cover. I have saved 
all my old Recorders and have filed them 
away so as to use them for reference. 

George W. Davis, Kearney, Neb. 








Kramer Opens Fourth Store 


GREENWICH, COoNN.—Joseph B. 
Kramer, head of Kramer’s Juvenile 
Boot Shops, Inc., operating two stores 
on Broadway, New York City, and an- 
other in New Rochelle, N. Y., has 
opened a fourth unit on Greenwich Ave- 
nue here. The Greenwich store will 
carry full lines of shoes for children, 
youths and women, and a limited line 
for men. 
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HIS section of the RECORDER, devoted to the new leathers 
for Spring Summer, is presented in the belief that 


it will prove f,incalculable value to merchants in peaeing 
for the coming-séason. 


It contains the basic leather colors for men’s and women’ s° 
shoes, a complete list of the colors and types of leather. 
offered by leading tanners,- the Code of Fair Competition : » 
for the leather industry as approved by the President and. 
the announcement of a new RECORDER service designed.” 
to assist the merchant in his leather selections... 


Every RECORDER reader is urged to preserve this Guide. 
to Spring 1934 Leather and Colors for future reference. 
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For whole shoes, combinations and 
special light weight leather for trims. 


COLONIAL COLOR E D 


PAT EN T 
~All Chal fue patent can be 
BOOTH 28 


Hotel Astor, New York 





No. 136 Eel Grey 
No. 99 Brown No. 138 Light Beige 
No. 113 Admiralty Blue No. 133 Leaf Brown 
No. 131 Corosan Gun Metal 








ATEN 
COLONIAL TANNING 
COMPANY - BOSTON 
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No. 180 
PARIS GREY 


No. 116 
FLINT GREY 
No.'95 
MARINE BLUE 


No. 225 
SEA SAND 











BOOTH NO. 15 No. 233 

HOTEL ASTOR FAWN BROWN 

OCTOBER 2 & 3 NAG 
BISCAY BROWN 


No. 350 
INDIES BROWN 


WHITE KID 


PURE WHITE FROM BACK 
TO FRONT 


SeAson after season 
AGOOS KID is approved 
by famous shoe buyers in 
volume retail stores as color 
authentic. 





From a sales standpoint 
Agoos colors have proved 
themselves over and over 
again. 

First—because they are 
deeply and thoroughly 
colored. 

Second—because our im- 
proved process in color- 
ing eliminates dark un- 
dertones 


Third—because of their 


/NXcreyey- ; i: — uniformity in 


KID LININGS AGOOS 


LEATHER COMPANIES, 





BEIGES BROWNS 
PINK GREEN 






- 
Jv) 











AND PASTEL SHADES 145 South Street 
FO R S P R I N G Tanneries: yim Mass. 





Calf Division, Salem, Mass. 
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The Great 


Improvement 
























TANNERS 


recently announced in tanning 
“The Whitest Whites’ fully 
merits the praise received for 
the new leather from experts 
on the buying end. 


You have but to see and feel 
this new leather in the skin, 
and particularly in the 
finished shoe, to realize how 
vastly superior the improved 


tannage has made LEVOR 


whites. 


a —e  Oe 


OVER 57 YEARS 


















el aa sileraba a i te 


























These Facts are 

Indisputable: the record selling of whites is 
certain for 1934. The N.R.A. 
and Federal economic for- 
mulae predestine higher prices. 




















| No other leather, for any 
season, offers the same, full 
security of profitable selling : 
over a lengthening period of =: 
monthsas does whitekid. And 
finally, no other whitekid offers 
the value for merchandising 


that you findin white LEVOR 
washable kid. 

































Visit Booth 38 
at the 
Official Leather 

ning 
Hotel Astor 
Oct. 2nd-3rd 


& CO., INC. 


GLOVERSVILLE....N.Y. 
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Eagle Calf is a fine black in men’s weights made from the 
highest grade raw material, with a mellow feel that immediately identifies 
its fine quality to the “expert” in the shoe factory. Its lustre finish and 


tight break also reveal Eagle Calf’s inherent values. 


SIXTY EIGHT YEARS 


of tanning experience by Eagle-Ottawa 
made possible the development of this 


fine calf, 


EAGLE CALF is now a feature in sev- 
eral nationally known lines of fine and 
medium grade lines of men’s footwear. 


EAGLE CALF comes in Black and Col- 
ors, Scotch Grain and _ hand-boarded 
“Boulevard” Grain, men’s weights. 








~ &R 


AT THE OFFICIAL OPENING 


of American Leathers, Oct. 2 and 3, 
Hotel Astor, New York, EAGLE CALF 
will be on display at Booth 14. The 
following will be there to greet you: 
Julian B. Hatton, Leonard Schaden, 
Fred Derby, F. W. Dow and Mrs. A. M. 


Vincent. 


If you cannot come to this fine show, 
swatches of EAGLE CALF will be sent 
on request for use when detailing your 
new numbers. 


#146, made of Black Eagle Calf. 
Excellent $5 to $7 Retailers. 


Curtis Shoe Company, Inc. 
Marlboro, Mass. 


LEATHER 
COMPANY 


WHITEHALL, MICHIGAN 


New York—2 Park Avenue 
Boston—112 Beach Street 
San Francisco—569 Howard Street 





Chicago — 912-922 W. Washington 
Blvd. 


St. Louis—1602 Locust Street 
Philadelphia—325 Arch Street 
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nated by any other member of the 


or its designated agency. 





New Rules in Tanning Industry 
ARTICLE XIII—DESIGNS 


No member of the industry shall imitate or simu- 
late within one year from date of registration, any 
new embossed or decorative design or pattern origi- 


registered with the Tanners’ Council of America, 


ARTICLE XIV—TRADE TERMS 


All invoices covering domestic sales in the leather 


cathers and (Colors 


PIRST of the Industries—leading up to the finished shoe—the 
Tanning Industry operates under a Code approved by the 
President of the United States. 

One thing is most certain. The tanning industry has strength- 
ened its position tremendously under the National Recovery .\d- 
ministration. As a group, it is collectively bound by a new law of 
the land—by the Code of Fair Competition, 

The first testing of that code as a useful business instrument 
will take place at the Seasonal Leather Opening October 2nd, 3rd 
at the Hotel Astor, New York. New leathers will be presented 
on their merits, for competition no longer will contain those fac- 
tors of sale that were previously sometimes made because of 
secret terms, concessions and inducements. rom now on—leather 
and terms are above the table. 

The planned period of production starts October 2nd-3rd. \n- 
ticipation of Spring leathers and colors is tremendously important 
for it is to be hoped that under the NR.\ shoemaking will become 
a more orderly process. Peaks and valleys of production are too 
expensive—steady, measured production is the ultimate economy 


of business—planned for a purpose, the new goal. 


and 











industry shall be due and payable in 30 days. At 
seller’s option payment may be made on the 15th 
day of any calendar month for all invoices of the 
preceding calendar month. No datings shall be 
allowed. Discount shall be for cash payment only 
and shall not exceed 2 per cent. All bills are net 
after 30 days and interest shall be added at the rate 
of 6 per cent per annum after due date. 
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BAYER- ROBERTSON 


ALLIGATOR 


will sell many 
extra pars 
















Shoe from 
AVON SHOE CO. 
New York City 


Tue smartest shoe designers and 
manufacturers are featuring Alligator in 
modish shoes for town and spectator sports 
wear during the winter season. If the shoes 
are of Quality grade, the Alligator used will 
be Bayer-Robertson . . . the finest Alligator 
obtainable, at any price. 





Mellow-brown, beautiful, supple and easily 
cleaned, Bayer-Robertson Alligator is also 
scuff-proof and possessed of great tensile De. < hi. 
strength. It is admirably adaptable to the 

season's smartest styles. 





BAYER-ROBERTSON LEATHER 


TWO PARK AVE. 
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Basic Colors for 


Textile Color Card Association Announces 
Official Colors for Men’s and Women’s Footwear 


By MARGARET HAYDEN RORKE, 
Managing Director 


shoes have been chosen for Spring by the joint committee of 


. T Wo high style and seven classic staple colors for women’s 


s~ * : Fs 


I iS 


Women’s 1934 Spring Shoe and Leather 
Colors 


Following are the official shades adopted: 


HIGH FASHION COLORS 
These are prestige shades that can be successfully 
promoted, because they key closely with fashionable 
color trends in Spring costumes and accessories. 


SPRING TAUPE—New light taupe, high style 
Spring development of the darker taupe or eel grey 
tones favored during the past season. Especially 
smart as a medium neutral shade to complement cos- 
tume tones of the same range, as well as violet and 
greyed blues, lighter versions of blackberry and wine, 
also greens in the new soft olive and bluish casts. 
Combined with black, Marine Blue, Biscay Brown 
or Indies Brown. Also smart as the new neutral for 


all-over shoes. 


BISCAY BROWN-— Important new interpreta- 
tion of light brown. Stressed as the fashionable 
harmonizing tone with smart renditions of brown and 
beige in Spring costumes. Also contrasts effectively 
with the light olive and peasoup greens so significant 
in Paris fashions and emphasized here as well. Like- 
wise keys with lighter versions of blackberry and 
wine, soft terra cotta shades, greys and pastels. Alone 
or combined with Paris Grey, Spring Taupe or Sea 
Sand. 


NEW CLASSIC STAPLES 


New renditions of blue, including purplish and 
violet blues, clear navy and zinc blue types, represent 


tanners, shoe manufacturers and retailers, in cooperation with the 

Textile Color Card Association. Seven shades for men’s shoes have 

IS also been adopted for the Spring season. Two of these colors, 

iS Tantree and Bourbon, are carried over from the previous season 
because they continue to sell successfully. 


an outstanding color tendency in Spring fashions. 
Marine Blue, the versatile new leather tone, supplies 
the correct complement to a wide range of shades in 
this important color family. 

Lighter greys are expected to repeat their pop- 
ularity of last Spring in costumes and accessories. The 
neutral tone, Paris Grey, is the accepted shade for 
light grey leather requirements. 


MARINE BLUE — New clear nautical blue. The 
smartest version of Spring navy for shoes. Highly 
adaptable, because it keys perfectly with a wide range 
of new Spring blues, including navy and lighter tones 
of purplish or violet cast, as well as zine and slate 
blues. Also a smart contrast to bluish greys in Spring 
fabrics. For town wear, used alone or in combination 
with Paris Grey or Spring Taupe. Can be success- 
fully merchandised as a new sports theme in combin- 
ation with white. 

PARIS GREY—tTrue light grey of neutral cast. 
Can be used to complement light costume greys. .\lso 
harmonious with certain pastel tones. Alone or in 
combination with Flintgrey, Marine Blue, Indies 
Brown, Biscay Brown or Black. 


REPEATED CLASSIC STAPLES 
These shades, again recommended for volume busi- 
ness, were previously chosen in past seasons for high 
fashion. Because they continue to sell successfully, 
they still occupy their strong position in the impor- 
tant group of “Classic Staples.” 


FLINTGREY—tThis successful shade, the lighter 


of the two greys promoted for Fall, takes on new 
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1934 Spring Shoes 


significance for Spring as a smart darker complement to light cos- 
tume greys. Also blends harmoniously with Oxford mixtures. Alone 
or in combination with Paris Grey. Combined with white, it repre- 
sents a new resort note. 


INDIES BROWN-— Maintains its firm position as the leading 
volume shade of dark neutral brown. Again strongly emphasized, 
as it harmonizes with lighter costume browns and beiges for Spring. 
Also provides a smart contrasting note to the new rust and tawny 
browns, greens, including olive and bluish casts, animated reds, greys 
and pastels. Alone or combined with Sea Sand, Paris Grey or Spring 
Taupe. 


BOURBON— Enjoys increased style prestige, because it is the 
perfect complement to the new “amadou” or rusty tones so outstand- 
ing in Paris, as well as American, fashions. Also keys smartly with 
tawny browns, olive and brighter yellowish greens and Oxford grey, 
navy or rusty brown mixtures in mannish tailleurs. For town and 
country wear, alone or in combination with white. 


SEA SAND— The preferred version of neutral beige for Spring 
requirements. Harmonious with crash, linen and string types of 
beige in costumes. Alone or in combination with Indies Brown, 
Biscay Brown or Black. 


FAWN BROWN-— Continues as a good staple color for general 
wear, especially with beige or light neutral brown costumes. Used 
principally in combination with Indies Brown or Sea Sand. 

All of the above shades will be portrayed on the 1934 Spring Shoe 
and Leather Card (Women's), issued by the Textile Color Card 
Association, with the exception of Fawn Brown and Sea Sand, which 
will be mentioned, but not shown. 


BLACK AND WHITE 


Black leathers will of course constitute a large volume of early 
Spring business for general wear with costumes in black, grey, beige 


and animated or pastel tones. White will repeat its great success of 


the past Summer in costumes and accessories. 
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ITS SILKY SMOOTHNESS... 
and fine flat grain 


made so many new friends for our WHITE CALF 
this past summer that we were forced to keep it in 
production well into September. 


A Chrome tannage—and our own special formula 
gives it a PURE WHITENESS through and through 
the skin—that continues indefinitely in the shoe. 


Already the advance demand for Spring has forced 
us to start volume production in order to promptly 
serve our customers. 


Be AY ON DISPLAY AT 
BOOTH NO. 35 
OFFICIAL OPENING 

AMERICAN LEATHERS 

FOR SPRING 
HOTEL ASTOR 
OCTOBER 2-3 


AMERICAN 


HIDE and LEATHER 
COMPANY 
BOSTON 
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THE COLOR GUIDE.... 
of the Foremost Buyers 


Season after season shoe buying authorities are 























looking early for our color "line up" for the ; 
Spring or Fall. Many frankly tell us that they be 
have found our expression of the authentic shades Re iy 
uniformly the most accurate. ite hs 
Be Mr hie 
PAA eae 
Prompt delivery on both Staple and High-Fash- Be yas ee 
ioned shades in the following adopted colors: ale aes: 
i MARINE BLUE INDIES BROWN coe ee 
FLINT GRAY FAWN BROWN Sor, Ress 
4 BOURBON BISCAY BROWN ps Caos es 
| SPRING TAUPE SEA SAND ea da 
: Ne Bite: 
| ae 
: ¥ N ‘oi S, ‘ 
« 
j WE BO OUR PART 
or oe When writing advertisers please mention Boot and Shoe Recorder _ 
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SALES INFLUENCE.. 


RUBY BLACK KID (GLAZED) 
RUBYEX 


A RUBY PRODUCT 
A new black kid leather of permanent semi-bright finish — 


PEERLESS COLORED KID 


Uniformity and Permanency of Color, Service and Durability 


COLOR 101 BROWN 
COLOR 121 BLUE 
WHITE 


QUALITY KID LININGS 


A vital requisite of good shoemaking 
Fully Chrome Tanned — assuring wear resistance to moisture and 
uniformity of color and substance 


COLOR 8 MEDIUM GRAY—COLOR 10 LIGHT GRAY 
COLOR 28 DARK GRAY—WHITE—COLOR 52 MOUSE 

















JOHN A. EVANS - C0. .. 


PHILADELPHIA 


BOSTON * MILWAUKEE 


CAMDEN,N.J. | 


CINCINNATI ¢ ST. LOUIS 


us. 























When writing advertisers please mention Boot and Shoe Recorder 
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THIS NEW RECORDER 


It provides for every shoe merchant an opportunity 


10. 


11. 


12. 


For the subscribers of the Boor AND SHOE RECORDER we have established 
this new leather service. It enables a merchant to make a more intimate 
study of leathers and colors. Read carefully the advertisements of the 
tanners in the REcorpDErR and select the leathers and colors in which you are 


interested. 


Check the numbers on the coupon on the opposite page and return it 
to the Boot AND SHOE RECORDER at once. We will send you actual swatches 
and information regarding the new 1934 Spring colors. Buy your Spring 
shoes with more color certainty and better knowledge of leathers. This is 


yours for the asking. 


ADAMS BUCKSKIN COMPANY 
JOHNSTOWN, NEW YORK 


AGOOS LEATHER CO.’S, INC. 
BOSTON, MASS. 


ALLIED KID COMPANY 
STANDARD DIVISION, BOSTON, MASS. 
McNEELY & QUAKER CITY DIVISIONS, 

PHILADELPHIA, PA. 
NEW CASTLE DIVISION, NEW YORK CITY 


- AMALGAMATED LEATHER COS., Inc. 


WILMINGTON, DEL. 


WILLIAM AMER COMPANY 
PHILADELPHIA, PA. 


AMERICAN HIDE & LEATHER CO. 
BOSTON, MASS. 


ARMOUR LEATHER COMPANY 
BOSTON, MASS. 


PETER BARAN & SONS, INC. 
HARRISON, N. J. 


J. S. BARNET & SONS, INC. 
BOSTON, MASS. 


BARRETT & COMPANY 
NEWARK, N. J. 


BAYER-ROBERTSON LEATHER 
CORPORATION 
NEW YORK CITY 


BENZ KID COMPANY 
LYNN, MASS. 


13. 


14. 


15. 


16. 


17. 


18. 


19, 


21. 


24. 


25. 


HUGO BRAND LEATHER CO. 
BROOKLYN, NEW YORK 


C. D. BROWN & COMPANY 
ROCHESTER, NEW YORK 


BURK BROTHERS 
PHILADELPHIA, PA. 


COLONIAL TANNING COMPANY 
BOSTON, MASS. 


DIMOND KID COMPANY, INC. 
BOSTON, MASS. 


DUNGAN, HOOD & COMPANY 
PHILADELPHIA, PA. 


JOHN R. EVANS & CO. 
CAMDEN, N. J. 


EAGLE-OTTAWA LEATHER CO. 
WHITEHALL, MICH. 


ROBERT H. FOERDERER, INC. 
FRANKFORD, PHILADELPHIA, PA. 


A. F. GALLUN & SONS CORP. 
MILWAUKEE, WISC. 


GONIPROW KID CO. 
LYNN, MASS. 


GRIESS PFLEGER TANNING CO. 
BOSTON, MASS. 


HENRY HALLE TANNING CO. 
NEWARK, N. J. 





When writing advertisers please mention Boot and Shoe Recorder 
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LEATHER SERVICE Is Free 


to study the new Spring 1934 Leathers and Colors 


26. L. H. HAMEL LEATHR CO. 38. REYNOLDS TANNING CO. 
HAVERHILL, MASS. CAMDEN, N. J. 


27. E. HUBSCHMAN & SONS, INC. 


PHILADELPHIA, PA. 39. SETON LEATHER COMPANY 


NEWARK, N. J. 
28. HUNT-RANKIN LEATHER CoO. 
BOSTON, MASS. 40. FRED REUPING LEATHER CoO. 
FOND DU LAC, WISC. 
29. Cc. D. KEPNER LEATHER CoO. 


BOSTON, MASS. 41. SCHERER LEATHER CO. 


30. KOSSBECK LEATHER CO. MILWAUKEE, WISC. 
NEW YORK CITY 
42. SAMUEL SHAPIRO 


31. A. C. LAWRENCE LEATHER CoO. NEW YORK CITY 
PEABODY, MASS. 
43. SURPASS LEATHER COMPANY 


32. G. LEVOR & COMPANY PHILADELPHIA, PA. 


NEW YORK CITY 


33. MITCHELL & PIERSON, INC. 44. THAYER-FOSS COMPANY 
; PHILADELPHIA, PA. BOSTON, MASS. 
34. McNEELY & PRICE COMPANY 45. ALBERT TROSTEL & SONS CO. 
PHILADELPHIA, PA. MILWAUKEE, WISC. y 


35. R. NEUMANN & COMPANY 


HOBOKEN, N. J. 46. RICHARD YOUNG COMPANY 


NEW YORK CITY 
36. NORTHWESTERN LEATHER 


COMPANY TRUST 47. B. D. EISENDRATH LEATHER CO. 
BOSTON, MASS. RACINE, WISC. 
37. THE OHIO LEATHER COMPANY 48. RAPCO LEATHER COMPANY 
GIRARD, O. SOUTH MILWAUKEE, WISC. 


: BOOT AND SHOE RECORDER 
| Leather Service Dept. 


For description of leathers and : 
“ae cuted ts tae : 239 West 39th St., New York 


see the lists as published else- 
where in this section. Deter- 
mine which lines you are inter- 


‘ I am interested in the Leathers and colors of the following lines. Please | 
‘send me swatches and information. 


cont te Cen the: waninee Same S fw Be 9. OS. Ge 7. BOC 10s 10> 12 13> 14+ 19 165 17 + 18 
cated opposite each firm on 
these two pages. Circle these ' 20 - 21 - 22 - 23 - 24- 25 - 26- 27 - 28 - 29 - 30 - 31 - 32 - 33 - 34 
numbers on the coupon, oppo- | 35 - 36 - 37 - 38 - 39 - 40 - 41 - 42 - 43 - 44 - 45 - 46 - 47 - 48. 

site, sign and mail in to the ; 

Boot AND SHOE REcorDeER. NCAA. bo. asia as aco ahgvglwg at Soni A OR AO EERE OG ad entre tee 








When writing advertisers please mention Boot and Shoe Recorder 
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C), tap lay al the 


OFFICIAL OPENING OF AMERICAN LEATHERS 


Sad hie sew Yous (4. ws 3, 1933 





SPRINC 












For FINE and SUPERFINE FOOTWEAR, Ohio supplies the 
most comprehensive line of Calf Leathers. They meet every 
test and every requirement of fine texture, finish, and colors 


of salable footwear. 





When writing advertisers please mention Boot and Shoe Recorder 
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Leather. Company 


Girard Ohi 


When writing advertisers please mention Boot and Shoe Recorder 
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// hat Tanners Are Showing 


for Spring 


ADAMS BUCKSKIN COMPANY | 


Buckskin 
White Colored 


* * * 


AGOOS LEATHER COMPANIES | 
Spring Kid Colors: | 
No. 180 Paris Gray 
Flint Gray | 
Marine Blue 
Sea Sand | 
Fawn Brown 
Biscay Brown | 
Indies Brown | 
White | 
Suede Kid | 
Pastel Colorings 
Staple Colors 
Lining Kid 
Pastel Shades 
Staple Shades 
Pearlkid 
Art Grain Calf Leathers 
Baby Pig 
Campus Grain 


* * * 


ALLIED KID COMPANY 
STANDARD DIVISION 


A wide range of authentically 
styled colors at volume prices is 
shown by the Standard Division. 

High-lights of the season are 
Paris Gray No. 77, the enor- 
mously successful color that this 
Division introduced last year, and 
Marine Blue, No. 35, a clear, true 
navy. Beiges, Browns, and the 
two new high fashion colors en- 
dorsed by the Textile Color Card, 
Spring Taupe, No. 220, and Bis- 
cay Brown, No. 96, are also in- 
cluded in this very comprehensive 
line. 





Colors: | 
175—Sea Sand 
59—Chaff | 

35—Marine Blue 

220—Spring Taupe | 
222—Fawn Brown | 
| 


96—Biscay Brown 


32—Indies Brown 
177—Paris Gray 
White 


* 2K oK 


NEW CASTLE DIVISION 

This Division continues _ its 
tradition of making a variety of 
high style and volume colors on 
a fine quality of raw stocks. Es- 
pecially worthy of note are: 

New Castle white glazed kid. 
This leather, introduced last year, 
proved very satisfactory to man- 
ufacturers who used it, because of 
its clear color and supple texture. 
A wide acceptance is expected this 
year. 

No. 73—A light version of 
Flint Gray, especially suitable for 
high style shoes. 

No. 1330—Marine Blue. A 
new Navy with a slight violet 
cast. 

No. 1312N—A new version of 
the popular Buccaneer No. 1312. 

No. 90—Biscay Brown. A 
smart medium shade, especially 
suitable for Spring shoes. 

No. 85—Beige Taupe. A new 
neutral. 

Colors: 
White 
76—Gun Gray 
73—Light Flint 
71—Paris Gray 
85—Spring Taupe 
90—Biscay Brown 
172—Indies 

3N—Bourbon 

1330—Marine Blue 
1312N—Buccaneer 

800—Sea Sand 

980—Chaff 


* ok * 


SPECIALTY DIVISION 


White kid suede is expected to 
be an outstanding material of the 
coming season, used either alone 
or in combination with white 
glazed kid. The new version of 


(Colors and Types of Leathers 
as Featured for Coming Season 


| this leather offered by the Spe- 
cialty Division is having a most 
favorable reception. Kid suedes 
in Grey, Beige and Navy Blue are 
also expected to figure in the busi- 
ness of the season. 

Today, the lining of a shoe has 
definite style interest. The lin- 
ing colors of this Division include 
a wide range of pastels, dark col- 
ors that blend with hosiery 
shades, and _ staples. 


Suedes: 
917—Sea Sand 
909—Chaff 


977—Paris Gray 
778—Flint Gray 
936—Marine Blue 
White 
Linings: 
181—Flint Gray 
117—Fawn Brown 
174—French Gray 
54—Parchment 
109—Pink 
110—Blue 
111—Green 
X180—Pearl Gray 





| White 


151—Water Lily 
197—Paris Gray 


* 


McNEELEY DIVISION 


McNeeley’s Color 88 won a 
very wide acceptance last year, be- 
cause it is a clear, true navy that 
can be worn with all types of cos- 
tume blues. It is already being 
ordered for Spring, 1934. 

Three important browns are 
shown by this Division. Color 
74 is a true dark brown that has 
been very successful this Fall, and 
is expected to figure in early sea- 
son business. Color 25 is a 
lighter shade, especially appropri- 
ate for Spring business. Color 
28 is a lively “walking shoe” 
brown, the Bourbon of the Tex- 
tile Color Card. 








28 
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Colors: 
No. 88—Marine Blue 
No. 25—Indies Brown 
No. 74—Dark Brown 
No. 28—Bourbon 

3s ok ok 
QUAKER CITY DIVISION 

Black Silkid (Quaker City’s 
version of Satin Mat) has been 
one of the most — successful 
leathers of the Fall. Quaker City 
black glazed kid has proved its 
quality and reliability. 

The popularity of both these 
leathers should increase rather 
than diminish during the Spring, 
since light-weight black shoes are 
essential in early season stocks. 

Quaker City browns are al- 
ways widely used in Spring as 
well as Fall. 


Colors: 
Black Silkid 
Black Glazed Kid 
No. 26—Indies Brown 
No. 10—Bourbon 


*k ok Ox 


AMALGAMATED LEATHER 
COMPANIES, INC. 
Textile Color Card No. 


. Navy Blue No. 359 

. Flintgray No. 426 

. New Lighter Gray No. 326 
Indies Brown No. 176 
Bourbon No. 21 

Fawn Brown 

. Sea Sand No. 552 

. New Light Taupe No. 31 

. New Light Brown No. 123 


x Ok Ox 


WILLIAM AMER COMPANY 
Black and Satin Kid 


* * * 


AMERICAN HIDE AND LEATHER 
COMPANY 


Rosebay Willow Calf 
Willow Calf 

Princess Calf 

White Calf 

Royal Calf 

Ooze Calf 

Pocketbook Willow Calf 
Empire Sides 
Amerigrain Elk 

Cadet Patent 


ee 2% 
ARMOUR LEATHER COMPANY 


Crystal—Full grain dress shoe kip 
Ivory—Corrected grain dress shoe 
kip 


CONAuUhWNHH 





Moose—Corrected grain Elk 
Bokide—Full grain Elk 
Buck Kip sides 
* Ok Ok 
PETER BARAN & SONS, INC. 
Genuine Alligators 
Popular Fall shades 


* Ok O* 

}). S. BARNET & SONS, INC. 
Thorobred Suede 
Crown Winchester 
Gloria 

* oe Ok 


BARRETT & COMPANY 
Fancy novelty and staple leathers 
* 2 


BAYER-ROBERTSON LEATHER 
CORP. 


Reptile Leathers 


Alligators In selected 

Snakes colors for 

Lizards Spring 1934 
* ok x 


C. D. BROWN & CO. 


Kangola and Sunpru Colors 


Intermediate Brown 


Pale Gray Pirate Blue 
Flint Gray New Greige 
Taupe Nigger Brown 
Bourbon Prado Brown 


Blacks 


“Kerry Kalf” Genesee Satin 
Kangola Raven 
* * * 

BURK BROTHERS 
Opal Oxide Kid 
Black Glazed Kid 
Brown Glazed Kid 
Dull Satin Mat Kid 
White Glazed Kid 


* OK Ok 
COLONIAL TANNING CO. 
Patent Leathers 

* x 


DIMOND KID CO. INC. 
Color 12 Indies Brown 
42 Admiralty Blue 
50 Palatine Grey 
361 Sea Sand 
147 Chaff Beige 
White 
* ok Ok 
DUGAN HOOD & CO. 
Black Glazed Kid 
Brown Glazed Kid 
White Glazed Kid 
Black Glazed Brazilian Kid 
Black Satin Brazilian Kid 
White Glazed Brazilian Kid 
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EAGLE OTTAWA LEATHER CO. 
Eagle Calf 
Black and Colors (smooth and 
boarded ) 
Patent Leather 
Elk 
Black and Colors 


Non-Squeak Calf Lining 
Flexible Innersole 


k * * 


JOHN R. EVANS & CO. 
Ruby Kid 
Peacock Colors: 


Shoe Stock 

Color 101 Brown 

Color 121 Blue 

White 

Gray T 


*K * * 


ROBERT H. FORERDERER, INC. 
Regular Vici 


Black No. 400 Gray No. 333 
Satin No. 404 Beige No. 334 
Brown No. 216 Taupe No. 335 
Blue No. 507 

Vici Special 
Black No. 400 Blue No. 507 
White Gray No. 333 


Brown No. 216 Beige No. 334 


* Ok Ox 


A. F. GALLUN & SONS CORP. 


Various Colors and Black 
Viking 
Cretan 
Norwegian 
Trafalgar 
Eskimo 
French Process Wax Calf 
Lido 
Fancy Grains 
Domino 
Milwaukee 
Mandarin 
Lining Calf 


*k *K *k 


GRIESS PFLEGER TANNING CO. 


Lozant Russia sides 
Lozant Elk sides 
Lozant Retan sides 
Lozant Patent sides 
Lozant Sport Elk 
Lozant Calf 
Lozelle Calf 
Lozelle Art Grains 
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HENRY HALLE TANNING CO. 
Kid 


Black glazed Satin mat 


(various colors ) 
Silver 
Reptiles 


Gold 


(all classes 


* * 


L. H. HAMEL LEATHER CO. 


No. 300 Gray Kid 

No. 303 Jade Kid 

No. 304 Pink Kid 

No. 305 Blue Kid 

No. 306 Green Kid 

No. 350 White Kid 

No. 100. Gray Nu Process lamb- 
skins 

No. 103. Jade Nu Process lamb- | 
skins 

No. 104. Pink Nu Process lamb- 
skins 

No. 105. Blue Nu Process lamb- 
skins 

No. 106. Green Nu Process lamb- 
skins 

No. 150. White Nu Process lamb- 


skins 
* 
E. HUBSCHMAN & SONS, INC. 


Calfskins in White, Black and 
all colors 


* + 
HUNT-RANKIN LEATHER CO. 
Bucko 
Tailored Tuscan Calf al 


Tailored Bag Calf ea 
. . . e S Oo 
Glace Russia Calf eit in 
Velvetta Suede Calf , 
* * 


KOSSBECK LEATHER CO. 


Genuine Reptiles 
Ermines— Black 
Brown 
Blue 
Natural 
Watersnakes— Beige 
Calcutta Liz— Black 
Brown 
White 
Ring Lizards— Black and White 
Pythons— Black and White 


* aK ok 
A. C. LAWRENCE LEATHER CO. 
Moda Patent 





| 
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Gunmetal Alanac 

Weilda Nubuck 

Sport Elk Lambskin Linings 
Naqua 


* * 


G. LEVOR & CO. 
White 
* x 


MITCHELL & PIERSON, INC. 
Shoe Stock 
Squirrel gray 
Sea Sand 
Field Mouse 
3ourbon Brown 
Indies Brown 
Dark Blue 
Lining Colors 
Gray 
Parchment 
Flint Gray 
Slipper Colors 
Brown 
Purple 
Burgundy 
Two shades red 
Two shades blue 
Two shades green 


McNEELY & PRICE CO. 
20th Century Glazed Black Kid 
Black Suede 
Gray & Parchment lining leathers 


* * 


R. NEUMANN & CO. 


Full line fancy leathers 
Genuine sealskin leather 


* * 
NORTHWESTERN LEATHER CO. 
TRUST 

Elko 
Deerskin Sport Elk sides 
Nowesco White and Colors 
Sootan 
a { Smooth leathers— 
Russide 
{ new colors 


ok * * 


THE OHIO LEATHER COMPANY 
W’omen’s—Kafforite colors 
546 Marine Blue 

559 Flint Gray 

545 Paris Gray 

526 Indies Brown 

550 Bourbon 

557 Fawn Brown 


No. 
No. 
No. 
No. 
No. 
No. 





Seasand 

No. 555 Spring Taupe 

No. 549 Biscay Brown 

(Black) Jill Jetta y 


Men’s—Luxvor Line 


No. 542 


77 Tantree 

56 Gaucho 

88 Bourbon 

47 Highland Brown 

No. 410 Straw . 
No. 476 Hemp Beige 

(Black) Jack Jetta 


No. 
No. 
No. 
No. 


x * 


SAMUEL SHAPIRO 


Genuine Pig 


White Beige 
Blue Rust 
Black Mauve 
Gray 
Hater Snake 
Gray Beige 
Ermines 
Gray Black & White 
Beige Black 
Blue Brown 
White Buck 
Suede Calf 
White 
Beige , 
Gray 


New [Embossed Leather 
New shades as genuine pig 
* Ox 


SETON LEATHER COMPANY 


Patent Leather 
Black 


Buck Kips 
White 


Elk Kips 
* 


FRED REUPING LEATHER CO. 


Anoka Calf Black and Colors 
Imperial Calf and Veals 
Chippewa Veals 
Wigwam Calf 
Seminole Mellow 
and Boarded 
Kin Kin 
Kankakee 
Rue Buck 
Grains 


Calf. Smooth 


ok * * ; / 
SCHERER LEATHER CO. 
Black and White Calf 


Prints in All Colors 
Lining Calf and Kip 


[TURN TO PAGE 110, PLEASE] 
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FOR COLOR 





FOR MEN FOR WOMEN 





IK | D 


FOR UNIFORMITY 






FOR QUALITY 


FOR DEPENDABILITY 


ALLIED KID COMPANY 


209 SOUTH ST. 
BOSTON 


SS 


McNEELY ~ NEW CASTLE - QUAKER CITY - STANDARD 


- - When writing advertisers please mention Boot and Shoe Recorder 
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qo} He) 3 


.175 SEA SAND 

. 59 CHAFF 

35 MARINE BLUE 

.220 SPRING TAUPE 

.222 FAWN BROWN 

. 96 BISCAY BROWN 

eb. INDIES BROWN 
PARIS GREY 
WHITE 


These leathers on display 
Booths 43-44-45 
Grand Ballroom 

Hotel Astor 
October 2, 3, 1933 
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A wide range of authenti- 
cally styled colors at volume prices is 
shown by the Standard Kid Division: 
High-lights of the season are Paris grey 
No. 177, the enormously successful color 
that Standard Kid introduced last year, and 
Marine Blue, No. 35, a clear, true navy. 
Beiges, Browns, and the two new high 
fashion colors endorsed by the Textile 
Color Card, Spring Taupe, No. 220, and 
Biscay Brown, No. 96, are also included in 


this very comprehensive line. 





SIANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 





When writing advertisers please mention Boot and Shoe Recorder 
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| fo} Ke) 1; 

| WHITE 

GUN GREY 
LIGHT FLINT 
PARIS GREY 
SPRING TAUPE 


IR ALION AN 
cal F | INDIES 
pring BOURBON 
. MARINE BLUE 
BUCCANEER 


1934 | SEA SAND 


ee ee 


(Gavalag 


T.. Division continues its 


tradition of making a variety of high style and 





volume colors on a fine quality of raw stocks. 


Especially worthy of note are: 


New Castle white glazed kid—this leather, 





introduced last year, proved very satisfactory to These leathers on display 
manufacturers who used it, because of its clear Booths 5 

; F Grand Ballroom 
color and supple texture. A wide acceptance is Hotel Astor 
expected this year. October 2, 3, 1933 


No. 73—A light version of Flint Grey, es- 
pecially suitable for high style shoes. 


No. 1330—Marine Blue. A new navy with a 
slight violet cast. 


No. 1312N—A new version of the popular 
Buccaneer No. 1312. 





No. 90—Biscay Brown. A smart medium 
shade, especially suitable for Spring shoes. 


No. 85—Beige Taupe. A new neutral. 





| Vows Csil, i 
| Allked Xd Cntr 


100 Gold Aiveet, New York Cry 


When writing advertisers please mention Boot and Shoe Recorder 
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COLORS 


No. 88 
- MARINE BLUE 


No. 25 
INDIES BROWN 


No. 74 
DARK BROWN 


No. 28 
@LUL I 1Oly 


These leathers on display 


Booths 43-44-45 
Grand Ballroom 
Hotel Astor 
October 2, 3, 1933 
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SPRING 
1934 


Mc NEELEY’S Color 


88 won a very wide acceptance last 
year, because it is a clear, true navy 
that can be worn with all types of cos- 
tume blues. It is already being ordered 
for Spring 1934. 

Three important browns are shown 
by this Division: Color 74 is a true 
dark brown that has been very suc- 
cessful this fall, and is expected to 
figure in early season business. Color 
25 isa lighter shade, especially appro- 
priate for spring business. Color 28 


is a lively “walking shoe” brown, the 
Bourbon of the Textile Color Card. 





MCNEELY DIVISION 


ALLIED KID COMPANY 
Huntingdon and Fairhill Sts., Philadelphia, Pa. 





When writing advertisers please mention Boot and Shoe Recorder 
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SPRING 
1934 


Buack Silkid 
(Quaker City’s version of 
Satin Mat) has been one 
of the most successful 
leathers of the fall, Qua- 
ker City black glazed kid 
has proved its quality and 
reliability. 


The popularity of both 
these leathers should in- 
crease rather than dimin- 
ish during the spring, since 
light-weight black shoes 
are essential in early sea- 
son stocks. 


Quaker City browns are 
always widely used in 
spring as well as fall. 





QUAKER CITY DIVISION 


qo} Ke) :3. 


BLACK SILKID 
BLACK GLAZED KID 


No. 26 
INDIES BROWN 
No) 
BOURBON 





These leathers on display 
Booths 43-44-45 
Grand Ballroom 

Hotel Astor 
October 2, 3, 1933 


ALLIED KID COMPANY 


When writing advertisers please mention Boot and Shoe Recorder 


519 West Huntingdon Street, - - Philadelphia, Pa. 
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SUEDES 


No. 917 
SEA SAND 


No. 909 
Galatea 
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LININGS 


FLINT GREY ‘ 
FAWN BROWN | 
FRENCH GREY 
A @sIM aN 


No. 977 . ITNT 
PARIS GREY | BLUE 


No. 978 . eV iaaN 
FLINT GREY | raat 


No. 936 WHITE 
MARINE BLUE . WATER LILY 


WHITE LIGHT GREY 





SPRING 
1934 


White kid suede is expected to be an outstand- 
ing material of the coming season, used either 
alone or in combination with white glazed kid. 
The new version of this leather offered by the 
Specialty Division is having a most favorable 
reception. Kid suedes in Grey, Beige and Navy 
Blue are also expected to figure in the business 
of the season. 


Today, the lining of a shoe has definite style 
interest. The lining colors of this Division 
include a wide range of pastels, dark colors 
that blend with hosiery shades, and staples. 


These leathers on display 
Booths 43-44-45 
Grand Ballroom 

Hotel Astor 
October 2, 3, 1933 


SPECIALTY DIVISION 
ALLIED KID COMPANY 


WILMINGTON, DELAWARE 


When writing advertisers please mention Boot and Shoe Recorder Ny 
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Code for the Leather Industry 


As Approved by President Roosevelt 
September 7, 1933, and Now in Force 


EXECUTIVE ORDER—CODE OF FAIR COMPETITION— 











LEATHER INDUSTRY 


N application having been duly made, pursuant to and in full compliance with the 
A provisions of Title I of the National Industrial Recovery Act, approved June 16, 
1933, for my approval of a Code of Fair Competition for the Leather Industry, and 
hearings having been held thereon and the Administrator having rendered his report 
containing an analysis of the said Code of Fair Competition together with his recom- 
mendations and findings with respect thereto, and the Administrator having found that 
the said Code of Fair Competition complies in all respects with the pertinent provis- 
ions of Title I of said Act and that the requirements of clauses (1) and (2) of sub- 
section (a) of Section 3 of the said Act have been met: 

NOW, THEREFORE, I, Franxiin D. Roosevett, President of the United 
States, pursuant to the authority vested in me by Title I of the National Industrial 
Recovery Act, approved June 18, 1933, and otherwise, do adopt and approve the 
report, recommendations, and findings of the Administrator and do order that the said 
Code of Fair Competition be and is hereby approved. 


FRANKLIN D. ROOSEVELT, 


Approval Recommended : 


HUGH S. JOHNSON, 


Administrator. 


THe Wuite House, 


September 7, 1933. 


ArTIcLE I—PurposE 


For the purpose of effectuating 
the policy of Title I of the National 
Industrial Recovery Act, the follow- 
ing provisions are established as a 
code of fair competition for the 
leather industry. 


ArticLe I[I—DeEFInitIions 


The term “leather industry’ shall 
be held to comprise all persons en- 
gaged in tanning or finishing leather, 
for further fabrication or for sale, 
for their own account or for the ac- 
count of others, or performing any 
operation subsidiary thereto, or hav- 
ing leather tanned or finished in 
American factories, or engaged in 
the sale of American tanned or fin- 
ished leather for their own account 
or for the account of others, and 
persons, approved by the National 
Recovery Administration, engaged in 
the cutting or further partial fabri- 
cation of leather. 

The term “employer” as_ used 





herein shall mean any member of 
the industry. 

The term “employee” as used 
herein shall mean any persons em- 
ployed in any phase of the industry. 

The term “effective date” as used 
herein is defined to be the second 
Monday after the approval by the 
President, this period being neces- 
sary to protect perishable products 
in process. 

The term “persons” shall include 
natural persons, partnerships, asso- 
Ciations, trusts, and corporations. 


ArTIcLE I[I—APppLIicATION 


All members of the industry shall 
comply with the provisions of this 
code and are eligible for member- 
ship in the Tanners’ Council of 
America, and/or any _ divisional 
trade association now existing or 
which may be organized with the 
approval of the National Recovery 
Administration for any branch of 
the leather industry for the purpose 


President. 











of administering this code. Such or- 
ganization or organizations have not 
and shall not set up inequitable re- 
strictions as to membership and shall 
he truly representative. 


ArTICLE [V—WaGEs 


1. Except as noted in Paragraph 
4 of this Article, no employee in the 
States of Maryland, West Virginia, 
Virginia, Kentucky, Tennessee, 
North Carolina, Georgia, Alabama, 
Mississippi, Florida, Arkansas, 
Louisiana, Oklahoma, Texas, New 
Mexico, or Arizona shall be paid 
less than 32'%4c. per hour. Elsewhere 
in the United States no female em- 
ployee shall be paid less than 35c. 
per hour, no male employee less than 
40c. per hour. Unskilled labor re- 
ceiving in excess of these minimum 
rates shall not be reduced. 

2. The foregoing minimum rates 
are not a discrimination by reason 
of sex but because of difference in 
the work of the industry. Where 
women do the same kind and amount 
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of work as men they shall receive 
the same wages. 

3. No employee earning less than 
30 dollars per week shall receive less 
for 40 hr. work than he was re- 
ceiving as of April 1, 1933, for the 
established work week at that time. 

4. Exceptions to the above mini- 
mum rates are learners for a period 
up to six weeks who shall receive 
not less than 80 per cent of the 
minimum; and employees disabled 
by old age or other causes employed 
in the plant; neither class to exceed 
in number 5 per cent of the pay roll. 

5. This Article establishes a guar- 
anteed minimum rate of pay regard- 
less of whether the employee is com- 
pensated on a time or piecework 


basis. 
ARTICLE V—Cuitp Lasor 


On and after the effective date 
employers in the Leather Industry 
shall not employ or retain any minor 
under the age of 16 years, provided 
however, that where a State law pro- 
vides a higher minimum age, no per- 
son below the age specified by such 
State law shall be employed by the 
Trade or Industry within that State. 

ArticLeE VI—Houwurs 

1. No employer shall employ any 
person except as hereafter mentioned 
over 40 hr. average in any 26 weeks’ 
period, not over 40 hr. in any week 
except by payment of 1 1/3 rate for 
overtime, nor over 8 hr. in any day 
except by payment of 1 1/3 rate for 
overtime. 

2. Irom the provisions of para 
graph one the following classes sha‘l 
be excepted: 

(a) Watchmen, supervisory staff, 
executives, and salesmen. 

(b) Maintenance workers, engi- 
neers, firemen, beltmakers, emer- 
gency service workers, patent leather 
luggers and sorters of whole leather, 
who may not work over 40 hr. in 
any one week, except by payment of 
1 1/3 rate for overtime, nor over 
8 hr. in any one day except by pay- 
ment of 1 1/3 rate for overtime. 

(c) Office workers whose maxi- 
mum working hours shall be an 
average of 40 hr. a week over a 26- 
week period. 

3. Further exceptions as to hours 
shall apply to any emergency situa- 
tion which may arise whereby the 
product of the employer may be 
spoiled or destroyed while in a 
perishable condition, and in such 
cases the employer shall be em- 
powered to put such product through 
his regular process into a_non- 
perishable condition, and for such 
emergency overtime shall be paid as 
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provided for the groups of workers 
designated in Paragraphs 1 and 2 
(b) of this Article. 

4. There shall be no evasion of 
this Code by reclassification of the 
functions of workers. A worker 
shall not be included in one of the 
above exceptions unless the identical 
functions which he performs were 
identically classified on June 16, 
1933. 

5. For the purpose of this section, 
the first 26 weeks’ period for each 
employee in the employment of any 
member of the industry at the effec- 
tive date hereof shall begin with 
such date. The first 26 week’s period 
for any employee hereafter em- 
ployed shall begin with the date of 
employment with such employer. 

6. The provisions for maximum 
hours set out in this section estab- 
lish a maximum number of hours of 
labor per week for each employee 
so that under no circumstances shall 
any employee knowingly be em- 
ployed or permitted to work for one 
or more employers in the industry 
in the aggregate in excess of the 
prescribed number of hours. 

Articte VIT—Srtatistics 

The leather industry, through the 
Tanners’ Council of America, No. 
41 Park Row, New York, N. Y., 
shall collect and compile all reports 
required by the National Industrial 
Recovery Act. Every member of the 
industry shall furnish such reports 
as are required pursuant to the pro- 
visions thereof. 


ArticLE VII[—Stratutory 
PROVISIONS 

All employers in the industry shall 
comply with the following provisions 
of the National Industrial Recovery 
Act: 

1. That employees shall have the 
right to organize and bargain collec- 
tively through representatives of 
their own choosing, and shall be free 
from the interferences, restraint, or 
coercion of employers of labor, or 
their agents, in the designation of 
such representatives, or in self-or- 
ganization, or in other concerted 
activities for the purpose of collec- 
tive bargaining or other mutual aid 
or protection ; 

2. That no employee and no one 
seeking employment shall be re- 
quired as a condition of employment 
to join any company union, or to 
refrain from joining, organizing, or 
assisting a labor organization of his 
own choosing; and 

3. That employers shall comply 
with the maximum hours of labor; 
minimum rates of pay, and other 


conditions of employment approved 
or prescribed by the President. 
ARTICLE 1X—PrICE ADJUSTMENTS 

Where the costs of executing con- 
tracts entered into by the Leather 
Industry are increased by the appli- 
cation of the provisions of the code 
it is equitable and promotive of the 
purpose of the National Industrial 
Recovery Act that appropriate ad- 
justments of such contracts to reflect 
such increased costs be arrived at by 
mutual agreement, arbitral proceed- 
ings, or otherwise. 

ARTICLE X—PLANNING COMMITTEES 

For the purpose of carrying into 
effect the policies set forth in the 
National Industrial Recovery Act, 
the Board of Directors of the 
Tanners’ Council of America from 
time to time, subject to the approval 
of the National Recovery Adminis- 
tration, shall classfy all members of 
the industry into divisions, each of 
which shall be truly representative 
of its branch of the leather industry. 
One representative from each di- 
vision shall be elected, according to 
its own rules, to a General Planning 
Committee, which shall constitute 
the coordinating agency for the di- 
visions of the Industry. 

The General Planning Committee 
so organized is hereby constituted 
the agency for cooperating with the 
Administration or the Administrator 
as an administrative, planning, and 
fair-practice agency for the [eather 
Industry. Such agency may from 
time to time present to the Adminis- 
trator recommendations based on 
conditions in the industry as they 
may develcp. which will tend to ef- 
fectuate the operations of the pro- 
visions of this code and the policy of 
the National Industrial . Recovery 
Act. The President may appoint 
three members for the General 
Planning Committee. who shall not 
be entitled to vete. The Chairman of 
the Board of Directors of the 
Tanners’ Council of America shall 
preside over this Committee without 
vote. 

No decisions of the General 
Planning Committee shall be bind- 
ing unless concurred in by two- 
thirds of the members thereof en- 
titled to vote, and by representatives 
of divisions employing two-thirds of 
the total employees of the industry 
as recorded by the Tanners’ Council 
of America for the last six months 
for which figures are available. 

Each division of the leather in- 
dustry shall elect its own separate 
and distinct Divisional Planning 
Committee, and each such Divisional 
Planning Committee shall present in 
writing recommendation or. recom- 
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NOT DOWN 


gives to fine footwear the highest standard of 
value in the two important selling features :— 


Appearance and Quality 


2g (olors LOU 


ADONIS CALF . ......... 
Colors 102 - 104-111-112 -119. 








Ww B. D. EISENDRATH TANNING COMPANY 





CHICAGO, 130 N. WELLS ST. -- BOSTON, 195 SOUTH ST. 





When writing advertisers please mention Boot and Shoe Recorder 





96 


mendations to every member of the 
General Planning Committee 20 days 
before such recommendation or 
recommendations become effective. 
If the General Planning Committee 
fail to disapprove of such recom- 
mendation or recommendations, they 
shall be deemed approved. If the 
General Planning Committee disap- 
prove thereof, then and in that event 
the Divisional Planning Committee 
shall be entitled to present its recom- 
mendation or recommendations to 
the Administrator for his approval. 
Such division may of its own elec- 
tion carry out the recommendation 
or recommendations of its planning 
committee, all to the end that each 
division shall be independent and 
self-governing in all problems re- 
lating exclusively to such division. 
Recommendations put into effect 
under this paragraph and the opera- 
tion thereof shall be subject to the 
approval of the Administrator. 


ARTICLE XI—IMPoRTATIONS 


In accordance with Section 3 of 
the Nationai Industrial Recovery 
Act, the Leather Industry through 
the General Planning Committee, in 
due course and from time to time 
as occasion may arise, may submit 
complaints to the President of the 
United States with reference to im- 
portations of leather in competition 
with the domestic product, for such 
steps under the National Industrial 
Recovery Act to be taken by the 
Administration, and in order that 
such importations may not defeat the 
purposes of the National Industrial 
Recovery Act and the provisions of 
this code in the furtherance thereof. 
The General Planning Committee, 
when any Divisional Planning Com- 
mittee may have asked for action 
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under Section 3 of the Act referred 
to, shall follow the rules agreed to 
in this code. 


ARTICLE XII—Monopo.ies 


No provision in this Code shall 
be interpreted or applied in such a 
manner as to: (1) Promote monop- 
olies; (2) Permit or encourage un- 
fair competition; (3) Eliminate, op- 
press, or discriminate against small 
enterprises. 


ArTICLE XIII—Desicns 


No member of the industry shall 
imitate or simulate within one year 
from date of registration, any new 
embossed or decorative design or 
pattern originated by any other mem- 
ber of the industry and registered 
with the Tanners’ Council of Amer- 
ica, or its designated agency. 


ArTICLE XIV—TrRADE TERMS 


All invoices covering domestic 
sales in the Leather Industry shall be 
due and payable in 30 days. At sell- 
er’s option payment may be made 
on the 15th day of any calendar 
month for all invoices of the pre- 
ceding calendar month. No datings 
shall be allowed. Discount shall be 
for cash payment only and shall not 
exceed 2 per cent. All bills are net 
after 30 days and interest shall be 
added at the rate of 6 per cent per 
annum after due date. 

Forward orders shall be booked 
only after purchaser has signed a 
uniform sales contract approved by 
the General Planning Committee 
subject to approval of the Adminis- 
trator. 


ARTICLE XV — AMENDMENTS, 
MopIFICATIONS, TERMINATIONS, AND 
VOTING 


This Code and all the provisions 


thereof are expressly made subject 
to the right of the President, in ac- 
cordance with the provisions of the 
National Industrial Recovery Act, to 
cancel or modify any order, ap- 
proval, license, rule, or regulations 
issued pursuant to the provisions of 
said act, and specifically to the right 
of the President to modify his ap- 
proval of this code or any condi- 
tions imposed by him upon his ap- 
proval thereof. 

Such of the provisions of this 
code as are not required to be in- 
cluded therein by the National In- 
dustrial Recovery Act may with the 
approval of the President, if the ap- 
proval of the President is required. 
be modified or eliminated as changes 
in circumstances or experience may 
indicate by a three-fourth vote of 
the members of the Leather Indus- 
try at a meeting to be called upon 10 
days’ notice by the Tanners’ Council 
of America. Voting shall be on the 
basis of the average number of em- 
ployees during the previous six 
months as shown by the records of 
the Tanners’ Council of America. 
Voting may be by proxy. 

It is contemplated that from time 
to time supplementary provisions to 
this code or additional codes will be 
submitted for the approval of the 
President to prevent unfair compe- 
tition in prices and other unfair and 
destructive competitive practices and 
to effectuate the other purposes and 
policies of Title I of the National 
Industrial Recovery Act consistent 
with the provisions hereof. 

This Code shall continue in effect 
for the period provided in the Na- 
tional Industrial Recovery Act, un- 
less sooner terminated in accordance 
with the law in such case made and 
provided. 


Leather Making a Skilled Handicraft 


“The leather industry is a_handi- 
craft,” declared Willard Helburn, of 
Helburn-Thompson Company, Salem, 


Mass., in a brief filed with the National 
Recovery Administration in connection 
with the submission of a Code of Fair 
Competition for the industry, “It uses 
simple machinery and handles a variable 
and perishable natural raw material, 
which requires flexibility of process and 
constant skilled attention over a period 
of weeks. The 400 odd tanneries aver- 
age a little over a hundred employees. 
The typical tannery has between 20 and 
50. Only 13 have over 500, and only 
four over a thousand employees. About 
65 per cent of the employees are in the 
East, 25 per cent in the West, and 10 
per cent in the South. Nearly half the 
tanneries are in towns of less than 


50,000, nearly a quarter in towns of less 
than 12,000, an eighth in villages of less 


than 2500, where, except for agricul- 
ture, they are often the sole means of 
livelihood. 

“During the depression, the industry 
made a good record. In March, 1933, 
employment in all manufacturing in- 
dustries had fallen 42 per cent below 
1929. The leather industry had fallen 
only 25 per cent. Its wages, too, had 
fallen less than the average. Despite 
the high proportion of tanneries located 
in small communities, tannery wages 
were 7 per cent above the average for 
all manufacturing industries during the 
first half of 1933, and have remained 
so. Indeed, our wages in terms of pur- 
chasing power have fallen very little. 
On April 1, the date from which we 
base our advances. when our operatives 
were working and the shortest hours on 
record, their purchasing power was still 
within 8 per cent of the 1929 level. A 


decline of 30 per cent in our output had 
forced us to lay off, apart from tech- 
nological unemployment, 18 per cent of 
our workers, and to reduce the average 
hours of the remainder by more than a 
tenth, yet the 82 per cent who remained 
suffered very little by the depression. 

“The figures on which these state- 
ments are based are those of the Bureau 
of Labor Statistics, the National In- 
dustrial Conference Board, and the Tan- 
ners’ Council. The Tanners’ Council 
figures are more exhaustive than the 
others, based currently on sworn state- 
ments from 90 per cent of the industry. 
The figures from all three sources are 
in substantial agreement. In this state- 
ment, we are using round figures for the 
whole industry. but the exact figures 
and the authority for them in each case 
are available.” 
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QUALITY 
RETURNS 


TO THE AMERICAN SCENE 

















Looking beyond the price tag, critical eyes again 
are seeking genuine worth in merchandise. ° Hon- 
est materials, of self-evident excellence, again 
become a first requirement for saleability.e To the 
craftsman of Gallun, 75 years of tradition make 
this an old story, perennially new in interpretation 
—for styles change, but the public always comes 


back to quality as expressed in Gallun Leathers. 


A. F. GALLUN & SONS CORPORATION, Milwaukee, Wisconsin 


GALLUN 
LEATHERS 


ALWA/Y § STAN DARD S Gq Ff EXC ELL & Mees 
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Booth I8 


Hotel Astor 
N. Y. 
Oct. 2 and 3 
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a stitch in time 
saves nine 





and making sure of customer satisfaction by 
specifying these tough, pliable, durable North- 
western leathers is the way to better sales and 
better profits. 
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Back of every superior product stands an organiza- 
tion that holds, above all else, pride in superior 
craftsmanship. 


Se eee ae ee 


Back of Tandrite Calf, a masterpiece of the tanner's 
art, is the Hubschman organization—known for 
more than half a century as one foremost in fine 
calf tanning. 


‘scsi Ra 


Tandrite Calf—in all the shades that fashion 
i decrees, and lustrous black. 


A See our leathers at the Official Opening . 
; American Leathers by members of the Tanners 
Council of America—Hotel Astor, October 2nd-3rd. 





DRITE 
CALF 


E.HUBSCHMAN & SONS, INC., PHILA. 


TANNERS OF FINE CALF LEATHERS 
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SPORT SHOES e JUVENILE SHOES 
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BOOTH NO. 
4\ 


HOTEL ASTOR 
OCTOBER 2, 3 





A. C. LAWRENCE LEATHER CO. e PEABODY e MASS. e Princiral Shor CENTERS i 





YUKUN 


NEW 


The most important improvement in 
tanning since the introduction of 
chrome. Combines in one leather 
all the qualities desirable for white 
shoes—particularly juvenile, sport, 
and professional shoes. 


sic eee ae Recah Re ARR BRIE OE Mazi. Os 


WHITE 


The color of Yukon is a soft, mellow white. 
It is white all the way through, and will not 
change color with age. 


DISTINCTIVE 


Yukon has refinement and a superior ap- 
pearance which readily distinguishes it from 
all other white leathers. 


WATER RESISTANT 


Yukon is water resistant and non-absorbent. 
These qualities make it particularly desir- 
able for humid climates. The surface of 
Yukon will not show water spots—and, even 
when thoroughly wet, will always dry out to 
its original soft flexibility. 


CLEANABLE 


The surface of Yukon makes it resistant to 
dirt. Repeated cleanings will not change 
its original characteristics of color and 
finish. 


STRONG and DURABLE 


YUKON is naturally strong, flexible and 
durable—qualities which make it particu- 
larly suited to sport, professional, and 
juvenile footwear where long wear is as im- 
portant as good looks. 


TESTED and APPROVED 


Yukon has been used in thousands of pairs 
of shoes in the past year. So thoroughly 
has it proved up, and so quickly did it 
spring to popularity, that we were unable 
to supply the demands of the limited num- 
ber of manufacturers who were using it last 
season. Expanded plant facilities are now 
capable of taking care of all demands. 





SHOES ILLUSTRATED 


A Unretouched photo of soft 
sole baby boots made of 
Yukon Grain by 
IDEAL BABY SHOE CO. 


Unretouched photo of grow- 
ing girl's Kiltie Oxfords 
made of Yukon Grain by 
GREEN SHOE MFG. CO. 


Cc Unretouched photo of per- 
forated, wing-tip oxford 
made of Yukon by 

JOHNSTON & MURPHY 
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TROSTEL 








BOOTH 
No. 16 
OFFICIAL 
OPENING 
AMERICAN 
LEATHERS 


HOTEL ASTOR 
OCTOBER 2 and 3 WE DO OUR PART 























ALBERT TROSTEL & SONS CO. 


MILWAUKEE, WIS. 
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IN ADDITION pol 
THE COLOURS FO 


you may now obtain 


VICI SPECIAL 
















VICI SPE CIAL 
is the kid with the 
Permanent Polish, 


It requires no dressing, 
It is Scuff-resistant. 





It does not crock, 





It holds its Shape longer, 
It is Water-resist 
Cientl 


8 to air-condj- 
tion the foot. 





ant but suffi. 





The colours Penetrate the 
kidskin 5 that nicks Caused 
Y intensiy, 





€ Wear are Scarcely 
Noticeable, 





MADE ONLY BY 


ROBT H.FOERDERER INC. 


ELPHIA PHILADELPHIA 
INC., PHILAD 

FOERDERER, 

ROBERT H. 


VICI SPECIAL 
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THE AMALGAMATED 
LEATHER COMPANIES, INC. 
HEARTILY SUBSCRIBES 
TO THE SPIRIT OF THE 
NATIONAL RECOVERY 
ACT AND WILL DOITS 
PART. 
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COLOR 





cAmalgamated There is a surge of optimism in the land—an optimism that is sym- 


or 


SUPREME IN 


white 





bolized by the Blue Eagle of Recovery. Blue is a popular color— 


it is also authentic style. 


Color 359, Eagle Blue, is a rich-tone blue, with a full undertone. 
Already shoe manufacturers have recognized its merit and placed it 


in their lines. 


Eagle Blue is another of those exceptional colors that, while defi- 
nitely of most recent style, still strikes that popular note which in- 
sures rapid sales for the retailer. Its acceptance has been instan- 


taneous. 


MADE BY RICE ONEIL, ST LOUIS, MO. 







This pump, made with Color 359, Eagle 
Blue, has already shown great popularity 
—both because of its smart lines and be- 

cause of its timely color. 








eainers 


WILMINGTON, DEL. 
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TANNERS’ COUNCIL 
LEATHER EXHIBIT 


Hotel Astor, Oct. 2nd-3rd 











“Arlette” sandal by Newton 
Elkin Shoe Co., Philadelphia. 
Design Patent No. 88864. 
Amer sBlackSatinKINGKID 













BLACK SATIN 
BLACK GLAZED 


y (WW Seasons... tor Many Keasons 
atin KING KID is preferred 


Yes, in all seasons and particularly in Autumn and Winter does this 


vibrant Kid complement perfectly the costume of the varied occasion. 


There are many reasons for Satin KING KID’s undiminished popularity 
among persons of unerring quality instincts. Satin KING KID has 
a finger-caressing texture that forbids the acquirement of dust... it 
is ideal for both morning and afternoon wear... has the subdued 
lustre found only in the true Satin Kid .... is elegantly simple and 


intensely practical. 


Satin KING KID made up into shoes provides the most comprehensive 


answer to style, utility and comfort problems. 


WILLIAM AMER CO. 


ESTABLISHED 1832 PHILADELPHIA, U.S.A. 
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GENUINE 
SEALSKIN 
LEATHER 





Neumann’s genuine BERING SEAL is the newest 
leather for high-grade shoes. 


It is not only new but attractive, rugged, and very 
comfortable on the foot (because of the vegetable 
tannage). 


It is a leather limited in supply on account of the 
governmental restrictions on the yearly catch of 
seal—but it is not an expensive leather, costing 
about the same as a good calf leather. 


You are welcome to swatches of genuine 


BERING SEAL. 





R. NEUMANN & COMPANY 


Leather Manufacturers 


HOBOKEN, N. J. 
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on Fashion’s Boulevard . 


The Century of Progress has its name-sake in the “Century Queen” smart style walking oxford 
Tie—one of the original creations leathered in Genuine Rapco Pig. 

RAPCO PIG is more than ordinary pig, due to rigid standards of selection of raw materials and 
scientific tannage. Its beautiful grain, its fine texture, and the modish range of colors gives the 
Stylist a very fine leather with which to interpret his adaptations of patterns, perforations, and 
decorative details. 

Miss America and little Miss America want their style ensemble correct in their Sport and 
Walking footwear when they appear at Campus or Stadium events. RAPCO PIG’S sturdy grain 
adds the correct style appearance, and its foot-breathing qualities promote the comfort of 


the wearer. 
Specify RAPCO PIG for your smart spring numbers. 





“The Century Queen” 
made of Genuine Rapco Pig, 
“Hemp” Color, by 

Huth & James Shoe Co. 
Milwaukee Wisconsin 


COLOR CARD of Spring 
Colors sent on request. 





RAPCO LEATHER COMPANY, SOUTH MILWAUKEE, WISCONSIN 


AGENTS: JOHN GREENBERG, BOSTON 


GEORGE J. "BERLE ST. LOUIS, MO. VOGEL H. HELMHOLZ, BALTIMORE, MD. 








What Tanners Are Showing for 


Spring 


SURPASS LEATHER COMPANY 
Black Kid 

Kangaroo 

Colored Linings 

Calluna Kid—3 or 4 colors 
Beige 

Grey 

Brown 

Blue 


* 3K * 


THAYER-FOSS COMPANY 


“Paramount” Patent in Kips and 
sides 

Doebuck-Kip sides—flesh finished 
for sport shoes in various colors 

Polar Buck sides—a cream colored 
white nubuck 

Gunmetal sides 

Sport Elk sides—in various colors 

Suede Calf—in Black, Brown and 
White 


: Custom Adonis Lines 


[ CONTINUED FROM PAGE 86] 


Colors 102, 104, 107, 119, 111, 
112, 114, Black 


Nabak Calf 
Colors 108, 102, 107, 119, Black 
Kinross Grain 
Colors, 102, 104, 107, 119, 111, 
112, 114, Black, White 


| Thistle Grain 
Colors 8, 17, Black, White 


Smooth finished White Kips 
Wampum—a woven leather fabric | 
x * Ok | 
ALBERT TROSTEL & SONS CO. | 
Nubian Black Calf 


Colored Trostan Calf 
Twine shade to beige 
Browns 
Dark browns 
Colors 15, 21, 30, 32, 34, 38, 39 | 
45, 54, 72, 74, 78 | * 


Fairfax Calf RAPCO LEATHER COMPANY 
Wales Calf Genuine Pigskin in the following 
Black and Colors Colors: 


Trostan Pocketbook Calf 
Black and Colors 


* *« xX 


B. D. EISENDRATH TANNING CO. 


Ivory 

Gray 

Beige 

White 

Dark Brown 
Medium Brown 
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LEATHER CO. 
BOSTON 


“CALF LEATHERS 
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THERE‘S A 


Suitable 


REGISTERED 


Hin i ng aseienin 
)) 


* FOR EVERY SPRING SHOE x x 


and every shoe made with Nu-Process gives greater 
assurance of customer satisfaction from every point 
—appearance, comfort and durability. Many 
manufacturers and retailers have learned to 
depend on the steadily maintained quality 
of NU-PROCESS LININGS because they 
add to the saleability of any shoe. 





The complete 
line of 


HAMEL LEATHERS 
will be at 


BOOTH No. | 
HOTEL ASTOR 
NEW YORK 
October 2 and 3 


TANNER s \@y 
NU -PROCESS 


SPECTALIS TS EN LINING LEATHERS 


B 





















Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 30, 1933 


STYLE AN D SERVICE 
THAT REGISTER re 


) TORE 
i of 2- =L &a 
y as 


1 



















a 





The complete In-Stock service on our nationally 
popular line of Vitality Health Shoes and the 
wide range of styles and sizes oftered, combined 











with the company’s fundamental stability and 
policies have definitely registered with dealers in 
profits and satisfaction. 


Vitality Health Shoes are built to uniform and 
exacting standards of quality. Vitality’s health 
construction features assure real foot comfort to 
wearers. A wide range of smart street, spectator 





and afternoon styles in Goodyear Welt, Feather- 
weight and Silhouwelt construction carried in 





stock, combine to form an unusual merchandis- 
ing advantage. 


Dealers will find Vitality’s comprehensive stock 
service a real profit builder. 


VITALITY SHOE COMPANY : St. Louis, Mo. 


Branch of International Shoe Co. 


VI LAITY 


















WOMEN’S MEN’S CHILDREN’S Boys’ 
AAAA to EEE AAA to G Widths and Sizes AtoE 
Sizes 2to 11 Sizes 5 to 14 for all ages Sizes1to6 

and $6.75 $5 and $6 $2 to $4.5 $4 


LILYAN 





BENITA 






Nationally Advertised in 
VOGUE - LADIES’ HOME JOURNAL * McCALL’'S + GOOD HOUSEKEEPING 











CERTIFIED GRADE A 


for 


PURITY of WHITE 


3 —the unfailing verdict of any judge o 


leather for LEVOR whites— 
“THE WHITEST WHITES” 


now unrivalled in any respect because 
of the great advance in white tanning 
achieved through the special processes 


developed in LEVOR tanneries. 


Certified, also, as the foremost white 
washable leather through usage of over 


5,000,000 pairs of white LEVOR kid 


shoes each year. 


- LE V 


TANNERS OVER 57 
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THE PERFECT WHITE 





“DEAD” WHITE 


—lest anyone misunderstand the quoted adjective, as 


































some did in 1930 when this ill-chosen term was 


ReUn es 2S tenon 


first applied to the ascending vogue for all-white 


shoes, means PURE WHITE. 











To emphasize particularly the strength of white that 
is most favored, stylists use the term: ° DEAD WHITE.” 


This does not mean a dull white. “DEAD” white 
is their way of saying PURE WHITE,’ —just 


as We say that we are “dead sure. of a thing 

















4 





; W 
when we mean absolutely sure. 


VOGUE'S fashion editors defined the term as 
meaning nothing else than PURE WHITE and 


having nothing to do with finishes of leather. 





The big demand in 1934 will be for sparkling pure 
white washable leather . . . LEVOR’S white kid. 


é- CO., INC. 


GLOVERS VILLE. . . 




















UNITED CUSHION HEEL 


UNITED SHOE MACHINERY CORPORATION 











The APPEARANCE of the 





is sO fine that it is 


constantly imitated but never equalled 





ITS QUALITY 7 
is just as superior as its appearance 


ee 99 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


BOSTON, MASSACHUSETTS 
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TEALTH SPOT 


IN MUSEBECK 
SHOE CON STRUCTION 


FOR MEN AND WOMEN 





























































A AT THE POINT— 


WHERE ALL FOOT TROUBLES 
END FOR FOOT-so-PORT 


SHOE WEARERS aN 


fxs 
€ 


















¢ 
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MUSEBECK 
FOOT-so-PORT 


TRADE MARK REG. 






/ 


Not a fad that will break your doors down with demands for a few weeks and then leave 
you high and dry for a year—But,—a quality health shoe that surely and steadily builds 
satisfied customers through dependable results in straightening up weak feet. For 
both men and women. Investigate today! 


MUSEBECK SHOE COMPANY 


Danville, Illinois 











When writing advertisers please mention Boot and Shoe Recorder 
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TR ho 





AS s ; 
MODERN Jf 


AS TODAYS FASHION 


RCA OR Ai AIM: ROR eid Re aN SINISE TAS Sal 


Silhouwelts are practical 


and serviceable shoes. 


They meet the demands 


of modern fashion. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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a stuffed beel 


isa Tuned shoe 




























Rab Tie 2 A, LAR TER 


| PYRAHEELS 


| ARE SCUFF-PROOF 


e WOMEN KNOW 
the dangers of scuffing heels, 
and many times will not buy 
a particular shoe because they 

‘are afraid the heels will get 
marred too easily. With Pyra- 
heelon yourshoe heels aliability 
can be turned into an asset. 


READ THESE f 


5 SELLING POINTS For Pyraheel is beautiful, 


long-wearing and available in 
almost every texture put into 


Found only in Pyraheel 
shoe materials. Note Pyraheels 
1. PYRAHEEL will not scuff, mar or 
show signs of wear. It’s scuff-proof. 
Easily cleaned to original beauty. 

2. PYRAHEEL gives you a new sales 
angle. Combines style with extra-long 
wear. 

3. PYRAHEEL strengthens the wood 
block. Cemented in the wood, it helps 
to prevent broken heels. It is lighter 
in weight. 

4. PYRAHEEL can be adapted to fit 
any style or type of shoe ensemble. 

5. PYRAHEELisa superior heel cover. 
Is better for moderately priced grades 
as well as high-grade shoes. 


at left done in smart new Cal- 
cutta Lizard grains. It will not 
mar or scuff, either. And even 
light shades are easy to keep 
clean. Pyraheel is easy to work 
too. It costs nothing to have 
your manufacturer show you 
samples of Pyraheel. Or, write 
direct to: Du Pont Viscoloid 
Co., Empire State Building, 
Dept. 25, New York City. In 
Canada: Canadian Industries 


Ltd., Pyralin Div., Montreal, 


» ® e e 
REG. U.S. Par. OFF. i 


| PYRAHEEL & 


REG. U. S. PAT. OFF. 


MAKES SHOES EASIER TO SELL 


An I. Miller “beautiful shoe.” Dressed 
in Fall’s latest—Calcutta Lizard. The 
heel is Pyraheel. 
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this way tO ges 
your job is easier: 


@’You ask, Mr. Frank, just why these 


between lining and upper. You never 
fortably, nor skew-geeing to one side, 


@ Retail salesmen have definite, demonstra- 
ble reasons why their customers are get- 
ting maximum quality and value in Smith 
Smart Shoes. And today the consumer must 


last to Thomas Cort specifications. 
No. 4090—7 Tan Cretan Calf 
No. 2090—Black Cretan Calf 
AA to D; 6 to ll 


$5.75 


base of the tongue. Velvet smooth, isn’ 
shoemaking — tongues feather-edged at the bottom and hand-fitted 


The Newton is made on an original Thomas Cort 


Boot AND SHOE RECORDER 


shoes give more satisfaction and 


greater personal profit. That's easy. I know a dozen reasons. Look at this 
heel. Notice it's wood-pegged. Expensive construction— yes, but there are 
no nails to work up through the insole to irritate or injure your foot. And 
the lifts are all one piece, solid leather, which assures you extra wear, 
and enduring shapeliness. Now feel the inside of the shoe here, at the 


t it? Another feature of this quality 


find these tongues lumping uncom- 
nor wrinkling beneath the laces.” 


be convinced of genuine quality before he 
buys. You need only tell the truth about Smith 
Smart Shoes. Your customers will not question 
or doubt you, either before or after buying 


Made by The J. P. SMITH SHOE CO., Sangamon and Huron Sts., Chicago 
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